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rHE CALFSKIN 


OF CHARACTER 


Reputation reflects the opinion of others, 


but character is what a leather really is. 


A vast majority of the nation’s leading 
designers and craftsmen recognize the 


reputation of Tandrite. 


Basically responsible for that overwhelming 
preference is the character of Tandrite ... 

as expressed in its superb quality, 

perfect finish, pliability and glorious colors. 
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on a deserted street 


You'd hardly build a brand-new modern And as for the market, Vitality appeals to 
shoe store on a deserted street. Because one of the largest and most active groups 


no matter how good the products you of American womanhood. A big and 
profitable market and it’s the Vitality mar- 


ket. Not by chance, either. Because Vitality 
is and always has been designed to be 
“the line where quality and volume meet.” 


sell, you need a ready and sizable market 


to sell to. 


In choosing a line of shoes, too, you 


want a line that not only offers good, 


consistent quality but also appeals to a You can see why the Vitality dealer is 


large group of buyers. Such a line is in such a nice, strategic location. He 


meets more women and offers them more 


Vitality. 
of what they want at a price they'll pay. 


Wherever shoes are known, Vitality is 


known for its quality . . . its standards of . . 
material, workmanship, styling and fit It’s the profitable way to do business 
are unsurpassed in its field. ... and it’s the Vitality way. 


more-for-your-money shoes 


Complete range of sizes and widths 


Vitality Open Road Shoes — : 
for Outdoor and Campus Wear Vitality Shoes for Children 


Made ty ehmericas Largest Shoemakers 


VITALITY SHOE COMPANY, Division of International Shoe Company, ST. LOUIS 3, MO. 
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Tust nore 
features 


these 


THESE ARE SOME 


PUMPKINS, these better than average sales features you 


find in every H-R shoe. 


In the Doctor shoe there's the Normalizer for normal feet 
and the Stabilizer with the wood-pegged shank for lower 
arches; while Nu-Matics give that cushioned comfort 
with heavy steel shanks, special Arch-Brace and, of 


course, a full cushioned sole. These visible features 


make the first sale easier and they 


bring ‘em back for more. 


Holland-Racine Dealers 
place a high value on their inde- 
pendence and so do we. Seeing eye 
to eye on the importance of this 
independence, we seek at all times 
to strengthen it, never to compete 
with it, through company stores. 











| 


NATIONALLY ADVERTISED 
IN POST, COLLIERS, ESQUIRE 


PRODUCTS OF PRIVATE ENTERPRISE— FOR INDEPENDENT DEALERS ONLY ... 
Three comprehensive, Nationally Advertised lines—and as the ads say: sold only 
by independent dealers who are professional hands at shoe fitting; double assurance 
of customer satisfaction. 





























HOLLAND-RACINE SHOES, ue. miciican 
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In the tannery...its GLAZED 


ee 


In the store...its STRONG 








G. LEVOR & CO., INC. GLOVERSVILLE, N. Y. 
Tanners Since 1876 











"THE APPEARANCE OF OUR LINE HIT A NEW HIGH 
when our factory turned to United for Finishes”’ 








The Sales Manager who asked for better finishes for his entire 
line may — or may not know 4ow the factory obtained results. 


In this case, his finishing room foreman called in a United Finish- 


ing Specialist to analyze finishing practices, to suggest and demon- 
strate the way to get the best results ... and to supply the materials 
h for the job. 
F IS \ f United Finishing Specialists can provide you with finishing for- 
For help in stepping up the “buy appeal” of your line call upon the 


mulas and methods that will restore and enhance the original char- 

acter of the leather surface. Throughout the country, these men are 

helping manufacturers improve the appearance of their shoes. 
FOR UPPERS services of the qualified United Finishing expert in your area. 





BOTTOMS | UNITED SHOE MACHINERY CORPORATION 
: ; BOSTON, MASSACHUSETTS 
_ HEELS - EDGES 
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KEEPING ONE FOOT 


...means building tomorrow's business today. That means 











building customer loyalty...and the fastest Way to a customer's 
heart is to give her her money’s worth. 

When you handle the Walk-Over line, you're making a 
sound investment in future security! For to America’s 
most discerning women Walk-Over shoes symbolize 
the latest in fashion plus the finest in 


quality and workmanship. 


Walk-Over prices from $12.95 


Geo. E. Keith Company, Brockton 63, Mass. e New York Sales Rooms, Marbridge Building—822 and 906 
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They just can’t take it! 
Genuine reptiles are usually bark- 
tanned and are quickly and perma- 
nently discelered by steam. 


\ 


De mot attempt te steam-solten 
thermeplastic bex tees in rep- 
tile uppers. Get yeur Beckwith 
agent’s recommendation in 
. advance of cutting uppers. 
/ Depending upen which prac- 
tlee your conditions best faver, 
he can elther supply you with 


dry heaters or arrange fer your 
‘ 


temporary use ef canned pre- 
Pec. 


pared selvent bex tees which 
—, 
require ne selvent wet- 


ting at pulling-ever. 
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...the opportunity for 48 


e “How am | going to maintain my unit and dollar volume in’48?” 
e “How am | going to increase it?...keep profits rising”? 


Hundreds of thoughtful shoe merchants have been asking that 
question in the last six months. 


Hundreds have arrived at a one-word answer: concentrate. 
And that’s what they’re planning to do for ’48. More and more 


merchants are planning to stock, sell and promote ONE well- 
advertised, consumer-wanted brand. One ONLY; in each broad 


price range. 
* * * * * 





Will it be a good thing? Yes! And we feel we're in a position to 
speak positively. One reason the Gold (Red).Cross Shoe dealer is 
the most successful in his community is...concentration! He 
concentrates on a line, which offers, in its price range, the widest 
variety of wanted styles, the widest variety of lasts, and value that 
is unchallenged. A line with consumer preference built by the most 
dominating advertising and promotion in the industry. 


The UNITED STATES SHOE CORPORATION 


CINCINNATI, OHIO 


® 
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Beauty of Line and Design, with 





Reinforcements at 5 Vital Points 





All the requirements of better shoe display . . . 
their smooth lines enhance the beauty of every 
shoe. Made of weighted, non-inflammable, du- 


rable plastic, they are three times heavier, five 
Medium 





times stronger, and will stand up far longer under 


normal usage. Color is sun-fast neutral flesh. 


Universal 


FORM CORPORATION 


Low “ 


2.8 5 pair 








Wholesale Distributors: 77 SUMMER St., Boston, Mass. 
30 E. 20th St, New York 


4540 Longridge Ave., Van Nuys, Calif. 





FASHION SHOE FORM & Supply Co. Boston, Mass WILLIAM COHAN Chicago, In. LA SALLE FOOTWEAR Inc. Detroit, Mich. 


FORMCO OF CALIF. P. ©. Box 955 Sherman Ooks, Calif. 
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THESE “SELF-ACTING” jas 

Slippers by Cambridge 
SOLD OUT in 1946 
WITHOUT MARKDOWNS 


—in the Nation’s leading stores— when 









ordinary slipper prices were slashed 





below cost! 

















The PRIMA DONA 
in American Beauty — 


Royal Blue— Black—Red 


BECAUSE ONLY CAMBRIDGE 
—of all slipper manufacturers — makes 
“self-acting™ slippers by the unique Florida Process 


which 
1. Makes counters and Platforms “Self-Acting” . . . OTHER SLIPPER gives wearers their instant, last- 
give flexibility with every move of wearer, spring ing, relaxing comfort PLUS neat dressy appearance! 
| instantly back to shape. . SELL SLIPPER BUSINESS-BUILDERS 
2. No breaking down of stiff counters —they slip on 


| and kick off with a flip. — Always BUY “by Cambridge” 


| 3. They relax the feet neatly . . . like a shoe. 
Slippers by Cambridge quickly become AN INSTI- THE Cambridge RUBBER COMPANY 
TUTION in any store . . . outstanding leaders in 


repeat-sales and in full profit-margin because NO came aeieoes MASSACHUSETTS 
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25 Schwinn Bicycles 75 Zenith Table Radios 


SKYRIDER ANNOUNCES A NEW NATIONWIDE CONTEST 
WITH EXCITING PRIZES FOR WEARERS OF SKYRIDERS! 





@ “ lookee — Skinney . . . More’n a hundred prizes! Oh boy —28' bikes and 
75 Zeniths. Come on Skinney, let’s hurry over to the Skyrider shoe store and get in on 


this — now!”’ Yes Moms and Dads all over America will be hearing from Junior about Skyrider’s 


nationwide contest. It’s a sure-fire promotion that will set Young America’s feet dancing with glee — 
in Skyriders. Prizes for young Skyrider customers will mean more profits for Skyrider dealers in big 
towns and small towns. This is Skyrider’s sales-boosting story for 1948 —a story that will raise the 
curtain on a ringing symphony of cash registers in Skyrider stores across the nation. . sweet 
music to profit-wise dealers. Tie your boys’ department to the Skyrider line to reach new heights in 
in sales and profits . . . as Skyriders zoom higher and higher in demand . . . as interest mounts 


in Skyrider’s nationwide bike and radio contest. 


Shy 


DIVISION GENERAL SHOE CORPORATION @ NASHVILLE, TENNESSEE 









yors F “a 
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COLOR 88 


ian glazed kid in classic light navy blue is uppermost 
in the accessory fashion picture for spring, 1948. BLUEJACKET for shoes is being 
shown in Paris now as a complement to ready-to-wear in navy and grey, as well 
as stronger colors; and BLUEJACKET glazed kid will be seen here next spring as 
an accessory for suits, dressmaker costumes and casual clothes. 


Ask to see McNeely’s color 88! 





McNEELY DIVISION 


ALLIED KID COMPANY 


2651 North Fairhill Street, Philadelphia 
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There is only ONE Vul-Cork Sole—tried 
and tested. The Cambridge Rubber Company is 
pleased to announce that the material supply is 
now such that Vul-Cork soles have resumed their 
pre-war rubber air-cell formula, which — gives 
HEFTY APPEARANCE and LONG MILEAGE 
plus flexibility and feather- weight lightness that 
will actually float on water ... remarkable resili- 
ence which cushions rough-underfooting! — plus 
the famous Vul-Cork surefooted slip-resistance. 

Vul-Cork Soles are now supplied in Red, 
Brown and Black — in your choice of Smooth- 
Buffed or Rough-Rib finish — with a new Vul- 
Cork innovation — MATCHING HEELS! 


CORK SOLE DIVISION 
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Vul-Cork Sole prices are now reduced sub- 
stantially — passing along to Vul-Cork users sub- 
stantial savings in production costs due to huge 
increases in Vul-Cork Sales and production . . . 
and making the exceptional long-wearing econ- 
omy of Vul-Cork Soles an even greater bargain 
for the wearer. 

Vul-Cork Soles are the product of over 10 years 
of specialization. They have won their outstand- 
ing position through sheer merit alone. They 
possess outstanding extra-value features unique 
in the sole industry. 








CAMBRIDGE 
SACHUSETT! 














Sell Your Customers 


“NEOLITE SOLES 





CUSTOMER: I put off buying shoes as long as possible 
because it takes so long to break them in. 


SALESMAN: Then you'll like these NEOLITE Soles— 
they need no breaking-in! Here—prove it yourself 
with 25 steps—right in the store! 


—— = errr errr rrr rr ee | |= 


Salesmen everywhere 
are discovering this faster, easier 
way to make sales! 


Why not start your salesmen on it now? Your 
volume and profit will increase with this NEOLITE 


“25-Step Demonstration” working in your store. 

All you have to say is, “NEOLITE Soles need no 
breaking-in!”—let the customer prove it with 25 steps 
—and the sale is made! 

Shoe retailers keep telling us that this demonstra- 
tion works like magic—both in bringing customers in— 


14 


on Comfort... Quick 


CUSTOMER: Say, you're right. These are as comfort- 
able as the shoes I just took off. 


SALESMAN: NEOLITE Soles are not only comfortable, 
but they outwear any leather you've ever seen. They're 
waterproof—and non-skid, too! 


and in sending them out sold right down to the soles! 


Yes, today NEOLITE Soles are famous throughout 
the land as absolutely different soles that wear and 
wear and wear! Twenty million people walk on them, 
enjoy their comfort, and keep coming back for more 
of them. So join the ever increasing number of smart 
shoe men who are taking advantage of the tremen- 
dous NEOLITE success and popularity by featuring lines 
with NEOLITE Soles for fall and winter! 


GOODFYEAR 
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25-Step Demonstration Proves — 


need no breaking-in!”’ 





CUSTOMER: Boy, I’m sold on NEOLITE from now on. 


I'll wear these home. 


SALESMAN: You can’t gowrong with NEOLITE. Twenty 
million people are wearing NEOLITE Soles—and liking 
“em! You can’t beat ‘em for comfort or wear. 


NEOLITE 
OLES 


NOT RUBBER - NOT LEATHER 
NOT PLASTIC - NOT FABRIC 
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NO OTHER SHOE SOLE 
HAS ALL THESE ADVANTAGES! 


For the Manufacturer: 
May be stitched or cemented. 
Stitches as easily as leather. 
Uniform quality. 
No wide price fluctuation. 


Available in a wide range of colors. 


For Everybody: 
Far outwears leather—yet light 
in weight. 


Needs no breaking-in—25 steps 


prove it. 
Non-skid—wet or dry. 
Helps keep shoes in shape. 
Does not mark floors. 
Forms a firm platform for the foot. 
Insulates the foot against heat or cold. 
Most comfortable shoe sole ever made. 


Nationally advertised 


MARK THIS 
MARK! 


Only genuine 


NEOLITE Soles 
bear the name 
/*NEOLITE”’ 





1. @.——THE GOOOVEA® THRE & ®UBBEF COMPAHY 

















Coke 


(abbreviation of Coca-Cola) 


1S a ODrand name 











Coca-Cola and its abbreviation Coke are both registered trade- 


marks that distinguish the same product—the product of 


The Coca-Cola Company. 


Ss esses 


Coca-Cola is Coke; Coke is Coca-Cola—and nothing else. 


THE COCA-COLA COMPANY 

















Ask for it either way—both trade-marks mean the same thing 


COPYRIGHT 1947 » THE COCA-COLA COMPANY 

















Here is Fiddle Shank No. 12 designed to provide’greate1 
& I - 


THE 


stability. Notice — the toe end of the shank is as wide as the 


heel end, and the waist of the shank is only sheared slightly. 
Mu iil | y These design features provide more steel where needed 

to protect shoes of medium to extreme heel heights from 

lateral strain. 


Fiddle Shank Look to United for the proper shank to provide structural 
strength and improve the wear in every shoe. 


VITA-TEMPERED STEEL SHANKS 







ere tough, hard, uniform. Fit like master models. 
Clean, ready to use. Preserve Balanced Tread. 





UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Birds of a Feather 








Th nature they “look alike”. In precision manufacturing United eyelets “are alike” 


to the point of exact duplication. Such accuracy assures smooth flow of work at 
the eyeleting operation, and uniform appearance in the finished shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Spring “Joute 


@ Fortune's spring tonic for sales is easy to take—because 
it is a formula made up of the smartest new styles of the 
year, plus an advertising and promotion program that will 
keep Fortune dealers’ cash registers ringing from morning 
to night. For spring 1948, Fortune introduces its smart, 
new 'Flexi-Woven’ series in super flexible, air-inviting 
woven designs, and ‘Frontier Bucks’ in rich maroon 
brown and blue shades. In addition, the “Summertime 
series and Fortune's ‘Rockit’ styles are back again ir 

the latest patterns and designs. And, to bolster 
consumer demand, Fortune will dramatize these style 
promotions with messages to |2 million pairs of eyes 

in seven full page, full color ads in Collier's and Pic. 
Further emphasizing Fortune's impelling advertising 
campaign, each style series will be featured in dynamic 
promotions for local use by dealers—including dramatic 
traffic-stopping window displays, direct mail, newspaper 


ads—everything a dealer needs for effective merchandising. 


SHOES FOR MEN 


It's an easy-to-take tonic for more sales and more profits. 
Try it by linking your store to the Fortune line. 
Richland-Davidson Shoe Co., Division of General Shoe 


Corp., Nashville, Tenn. 
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FOR THEIR SUNDAY BEST 
IT’S GLEAMING 

















It’s always patents for Sunday best, and the 
best ones are made of Colonial Patent. It’s 


easy to handle, extra pliant, and makes smart 


/ “Ap little shoes that stay shiny and new looking. 
/ Mothers notice the extra quality that Colonial 
/ Patent gives to children’s shoes . . . and give 


your trade mark the credit for it! 


COLONIAL TANNING COMPANY, Ine... Besten II, Massachusetis 


Boot and Shoe Recorder 








ire. ae 





Sain 
Peis 
ve 


















Aes 














SLIPPER-FREE 
WHERE YOUR 
FOOT BENDS 


how to step 
out front 
ia in the 
Shoe business... 


Wie " you merely make “sales”... but when you sell ideas you make customers. 

That's why Bates dealers build business wit: “Sipper-Free Where Your Foot Bends" ... dramatic sales idea 

describing the invisible extra width across the ball of the foot but into all Bates Originals. . New customers 
foot comfort . . ieee ncn etme ecene Week Rtn Originals FINN the 
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er Bates Originals. It's pounded home in 
; ig a= Neda slaplerys, of 

MaRS te a oA 
ett psn 1885. 













OVER 3,000,000 WORKING WOMEN 
NEED WHITE OXFORDS EVERY DAY 
the demand is there! do you have the supply? 





®@ Over three million women . . . each needing, on an average, three pairs 

of white oxfords a year! Simple arithmetic ... a sales potential of over nine 
million pairs of white oxfords per annum. Sandler puts all their years of 
experience, all their knowledge of volume markets, all their craft for welt 
shoes behind these “Lady in White” oxfords to give you the shoes the consumer 


will wear steadily and buy repeatedly. 


A. SANDLER & CO., ESSEX AT SOUTH STREET, BOSTON, MASS. 





22 Boot and Shoe Recorder 




































NURSES 


TECHNICIANS 


BEAUTICIANS 


by Sandler of Boston 


IN STOCK DELIVERY 


WASHABLE KLEENETTE LEATHER 


Sizes 
AAAA—5 toll 
AAA — 4% to ll 
AA—4 toll 
A—4 toll 
B—3 toll 
CcC—3 told 
D—4 to 9 


November |, 1947 


$4 (9 


less discount 


suggested retail $7.95 











WAITRESSES 


STEWARDESSES 


GOVERNESSES 


HOTEL MAIDS 


* Registered. 
























































































































































































































































Designed by Thomas Taylor and Sons 





“Shugor’’ uses Paralastic, too 
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The TULANE 


In brown grain and 
black or brown calf. 





“ 


bound. Gentlemen with bulging brief cases and quick, effortless 

strides. Men in their thirties? Forties? Fifties? Who knows? 

@ Their energy is boundless — these active men on mighty errands— 
ithese Wright Arch Preserver Wearers. 


Tia warty Arch, Rterwcu We shoe Tat 


ae % need no breaking in 

*% provide the firm, natural support that 
eliminates foot fatigue 

% are superbly styled with built-in features 
to preserve that styling 

% let your feet walk naturally, tirelessly, 
and with rejoicing comfort 


% are easy to buy (consult your classified 
directory for the address of the Arch 
Preserver store nearest you) E. T. 
Wright & Co., Inc., Rockland, Mass. 


For Women For Boys In Canada for Men 
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5% noon of a summer day. Flight 54, London- a 
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Selby Shoe Co., Portsmouth, Ohio Gerberich-Payne, Mt. Joy, Pa. Scott-McHale, London, Ont. | 





s : or men 


as smart 
as they 
look 
at’s 
ARCH 
PRESERVER 
the shoe 
that leads 
the 
arade; 
the 
shoe that 
makes 
comfort 


stylish. 


Dkk kk kk kkk 


This 45 page runs in Time, © 
November 24th and 
Newsweek, November 10th — 
reaches 8,633,100 readers. 
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The lady illustrated hasn’t got her head in the clouds. 
To the contrary, she’s a composite of the more than 3,000,000 
housewives and mothers who read Woman's Day. Her altitude is 
a figurative reminder that, in 1948, she will spend $10,287,000,000 
to satisfy the appetites of the 11,400,000 members of her collective families: 


$3,726,000,000 for Food and Drink 
$1,863,000,000 for Housing, Household Appliances and Furnishings 
$1,377,000,000 for Clothing 
$ 648,000,000 for Transportation and Recreation 
$ 291,000,000 for Drugs 
$ 243,000,000 for Personal Services 
In Woman's Day you won't be sticking your neck out in your attempts 
to reach her eye and ear. For Woman's Day, at the lowest page rate 
per thousand of any women’s service magazine, enjoys the greatest 
single copy sale of any magazine in existence, thanks to an editorial 
technique that (without advertising influence) has pulled more than 600,000 
reader letters and 700,000 requests for instructions in a single year . . . 
from the most price-conscious, economy-minded women in these United 
States. Advertisers who count costs court women who count pennies. 


F 0 U N D M 0 N EY One of America’s leading advertisers* writes, 


“Woman's Day produced the lowest inquiry cost of the books that we 
used. We subsequently have researched 1,000 of the inquiries and we find 
the results have been highly satisfactory. We are extremely pleased not only with the 
inquiry costs, but the type of new customer it produced!” 
* Name upon request. 


because buying is a woman’s business: 


 @ Womans Day is never done selling! 
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fitting . . . lively with color. Readers who see advertisements 
like the one above, in full color, are style-conscious . . . they’re 


ere’s waterproof footwear that’s in step with style... smartly — 


sensitive to beauty of design and finish ... they love — 
oot flattery. Ball-Band offers them all these 


to enhance the buy-appeal of sure 


Ball-Band 2222 


Mishawaka Rubber & Woolen Mfg. Co., Mishawaka, Indiana 
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Without fanfare and virtually unheralded, Cadillac Shoes for Men 
have been gaining favor every season for the last few years. 
Today, they're clicking from coast to coast! And during the 

Spring 1948 season, for the first time, Cadillac’s great sweep of popu- 
larity is to be given the impetus of a full scale national advertising 
and promotion program. Summarized in a handy capsule - Cadillac's 
Spring plans will embrace dramatic sales messages in the big time 
national magazines, plus a complete series of dynamic window 
displays, designed to stop traffic, build sales and increase profits; 


along with local newspaper advertising mats, and a wealth of selling 


Cadillacs are Clicking from Coast to Coas' 


| Ylou Nationally Aduertived in Look and Ergucre 


ideas. Cadillac styles for Spring 1948 will include a wide variety of 
the newest patterns for your style-conscious younger customers 

. . . to retail in the popular $7.95-$9.95 price range. 

Wherever shown, the smart Cadillac brand has been most enthu- 
siastically endorsed. A style sensation since they were first introduced, 
Cadillacs are certain to win even wider acceptance with the backing 
of an all-out national advertising and promotion program. As 
Cadillacs are clicking from coast to coast, tie your store to Cadillac's 


rising star ... for more sales and greater profits. 


KBS$ SHOE COMPANY + DIVISION GENERAL SHOE CORPORATION + NASHVILLE, TENN. 





HCADILLAC 


_ a 








beaspien (aly 


is the leather that sells your shoes 
to customers seeking that look 
of distinction 





















Shoes fashioned from Norwegian Calf have that custom- 
built look. The deep, warm color of this popular 
vegetable tannage, the striking po pene of its hand- 
boarded grain, and the richness of its texture impart 

this air of distinction, 


It is the innate beauty of Norwegian Calf that makes 
original sales easier. But it is glove-soft comfort that 
brings your customers back again for more shoes 
— comfort that begins at the first step — comfort 
that lasts throughout the life of the shoes, 
despite repeated wettings and dryings. 

Gallun vegetable tannages build lasting good will 
among discriminating customers — and a steady volume 
of sales. Check the Gallun numbers in your orders 
to leading manufacturers. A. F. Gallun & Sons 
Corporation, Tanners, Milwaukee, Wisconsin. 
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FOR ALL THE FAMILY 


ONE NAME + ONE LINE > ONE 
MERCHANDISING POLICY 























SUNDIAL SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 
DIVISION OF INTERNATIONAL SHOE COMPANY 
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SATINS and VELVETS 


THAT HIT THE SPOT 
Immediate Delivery 


ane sition Sok have to o told twice how TRADE mana 
alures Slippers hit the spot in their merchandising 2 
ae Styled right to catch the eye, yet so ml by GERDA 
erately priced for assured fast turnover. Order today 
and have ample stock on hand for the big Christmas NEW YORK 
selling season that is so near at hand. 
Samples on request—Catalog available for further 
information on styles. 
Packed in the new attractive GALURE boxes. 





Satin; Leather Sole. 
Colors: Red. Royal 


No. 978—Satian Me- 
dallion Seuff; Leather 
Soles. Colers: Light 
Blue, Pink, White, 
Red, Reyal Blue, 


ra 
Ne. 318—Satin Gore 
Back; Fur Collar; 
Leather Soles. Colors: 
White, Pink, Light 
Blue, Royal Blue, 
Red, Black. 
Sizes: 4.9 ..... $1.75 
Also available— 
No. 4460—Velvet P 6-8 ..$1. a 
Bach Me- Misses’ 11-3 ..$1.65 


taille Trias ts 

¢ Trim; Leather 
Sele. fers: Red, 
Reyal Blue, Biaek. 
Sizes: 4-9 ..... $1.85 


EXHIBITING: HOTEL STATLER, Detroit, Mich., November 2-5 
WM. PENN HOTEL, Pittsburgh, Pa., Room 430, November 9-!!. 


GERDA FodTWiir co.. inc. 


158 DUANE STREET « NEW YORK 173, N. Y. 
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be Ss tyle Never Takesa =o (OS Gs 








oliday ... 


Despite the unceasing 


demand for products of every description, alert manufacturers 





realize that the creation of new styles today means the 





maintenance of volume tomorrow. United Last Company, as usual, is 


keeping pace with vogues throughout the fashion world. 


BOSTON, MASSACHUSETTS 
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Correct, Mr. Shoe Dealer! fit . . . sturdy me 








You can really count on bigger and better Y leather insoles and 
children’s shoe sales when Rough Rider £/ outsoles . . . complete line of Goodyear welts and 
talks turkey for you. Compos for infants, children and misses. Rough 
Because Rough Riders have what you want Riders are nationally advertised. For full informa- 


. . and offer what your customers want. tion on the profit-building Rough Rider 

Smart, grown-up styles that please active /] proposition, write today to Rough 

youngsters . . . long-wearing qualities Rider Division, Cannon Shoe 

that get the stamp of approval from par- Company, Baltimore 17, 

ents... patterns and lasts that really Maryland. 
= 













s 





Feast on Profits with this smart 
buckle casual for girls. Available 
in cherry red or brown, 
widths A to D, 
12% ro 3. 














Easy to Talk Turkey 

when youngsters see this 
black patent leather gore 

pump with dressy black 
bow. Widchs A to D, 
12% to 3. 





Smart and Sturdy Shoes 


“a for ra and Girls ro 
ROUGH RIDERS © 
CANNON SHOE COMPANY, BALTIMORE 17, MARYLAND 
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— for Intelligent Buying 
— for Final Commitments 


— for Final Style Decisions 


Dehn 
“ioe 


BOSTON, NOV. 17-20 








u@> Buyers are urged to make Hotel Reservations immediately. 


Sponsored by the NEW ENGLAND SHOE & LEATHER ASSOCIATION, BOSTON, MASS. 











The JARMAN Story 


for all retailers who want to sell more shoes 





More retailers sell more pairs of Jarman shoes than any other branded line of 
men’s shoes in the same price range. To insure Jarman dealers an ever-increasing 
demand, Jarman intensifies the vast public acceptance by accelerating its seasonal 
advertising campaigns. And to bolster these national sales messages, Jarman 
furnishes dealers with increasingly effective trade-building promotions—dynamic 
window displays, at prices far below cost, newspaper ad mats, direct mail folders 
and cards, and radio spot announcements—to boost sales ... to make more profits 
for Jarman dealers. Jarman’s is a story of more consumer demand. Sell 


Jarmans and you cash in on the Jarman demand in your community. 







JARMAN SHOE COMPANY 
DIVISION GENERAL SHOE CORPORATION 
NASHVILLE. TENNESSEE 





A. BIR o> 
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NEW STYLES... 
MORE SALES... 





Here’s a new crepe material 
... a natural for fast-selling styles! It’s made 
of Du Pont Neoprene . . . and see what it offers you! 
PERMANENT SHAPE for lasting smartness * 
Brilliant eye-catching COLORS *« LONG SERVICE 
LIFE, with resistance to oils, grease, and abrasion * 
FREEDOM FROM TACKINESS « 
UNIFORM EXCELLENCE ot product. Ask 
your sole manufacturer for more 
information, or send in coupon below. 
E. I. du Pont de Nemours & Co. (Inc.), Rubber 
Chemicals Division R-11, Wilmington 98, Delaware. 


Tune in to Du Pont "‘Cavalcade of America,"’ Monday nights — 8 p. m. EST, NBC 


For Style... Color...and Shape...use 


DU PONT 


SEND FOR NEW 
FREE BOOKLET 


E. 1. du Pont de Nemours & Co. oom ais 
R uber Chemicals Division R-11, Wilm 
v ingto' 





klet “‘Neoprene Crepe * 

lease send me your new ons , ol properties - « - ee 
eS jl information on neoPp™ — f its superior qualities. 
containing fu ts detailed description a 
comparative tests - - - 


Position —<— 
nl 
Name —————————___ 





Firm — 
BETTER THINGS FOR BETTER LIVING 


Address 
-»+-THROUGH CHEMISTRY 





38 


Boot and Shoe Recorder 














-.- BUT CELASTIC REMAINS UNAFFECTED! 


You’re looking at an actual photograph of a shoe 
during its fifth hour of total immersion in water. The 


toe built with Celastic is notably unaffected by this severe 


test... further evidence of the support and durability 


which Celastic gives the toe of the shoe during wear. 


Celastic means lasting toe style and toe comfort. 


MATCHED PAIRS... trim on the foot — true to the last, 


Uniteo Shoe Machinery Corporation - BOSTON, MASSACHUSETTS 











THE FLORSHEIM SHOE COMPANY + CHICAGO «+ MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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by FUGENE J. HARDY 





The effect of the Marshall Plan on domestic hide and leather supplies 
is still somewhat obscure. Primary reason for this situation is the fact that 
the 16 European nations have not yet submitted any requirement figures for these 
important raw materials. Nor was there a technical committee on Hides and 4 
Leather set up at the Paris Conference which drafted the Marshall Plan report. 


In any case, the United States should have no difficulty in filling 
European needs for leather according to the Krug report on natural resources and 
their relation to the Marshall Plan. 


"No serious problems would appear to be raised if exports through 1952 
should average 10 to 20 per cent above the estimated 1947 level," according to 
the report. "There is sufficient plant capacity and labor supply in the United 
States to supply the leather requirements of the domestic market and still have 
Sizeable quantities for export." 


Hide requirements, if finally presented, would probably be filled 
primarily from other sources, notably Latin America, although U. S. funds would 
undoubtedly be needed to effect such purchases. However, over the four-year 
period envisaged by the Marshall Plan, European hide requirements from abroad 
might not be as great as originally expected. The increase in the European 
cattle population, sadly depleted during the war, is a primary reason. For 
example, the number of cattle in Europe at the end of 1946 was estimated at 
96,300,000 as compared with an average of 110,200,000 during the period 1936-40. 


As to shoes, the report anticipates a continuation of high domestic 
demand for quality leather footwear and for this reason states that the shoe 
industry, consuming between 80 and 85 per cent of all domestic leather, "is 
probably the only segment of leather manufactures that would be significantly 
affected by increased foreign demand (for leather) under a reconstruction 
program." Exports of footwear as such will not figure in the foreign aid program. 

The report gives the following estimates of U. S. footwear (except 
rubber) production, imports and exports, and apparent consumption, based on the 
assumption that the domestic economy will be characterized by high levels of 
production and employment: 









































YEAR PRODUCTION IMPORTS EXPORTS APPARENT CONSUMPTION 
(Thousands of pairs) 
1947 465 ,000 2,300 7,200 460,100 
1948 475,000 3,000 7,000 471,000 
1949 495 , 000 3,500 7,000 491,500 
1950 505 , 000 3,750 6,500 502, 250 
1951 510,000 4,000 6,250 507 , 750 
1952 515,000 4,500 6,500 514,000 


Another government campaign which might affect the Marshall Plan and 
the domestic shoe industry as well, is the President's food-saving program. 
Agriculture experts point out that while any reduction in cattle raising that 
might occur as a result of a drop in the amount of grain used for feeding 
purposes will not affect hide supplies for the remainder of this year, the 
coming year may alter the situation to a marked extent. 


During 1948, there will be a seasonal decline in the cattle population 
and a further cut as a result of the food-saving program might mean a drop in 
the available supply of cattle hides. Whether or not such a decline would 
create a critical situation for the shoe industry is largely dependent on the 
demand for footwear and the European requirements for leather. 
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Now ... Strato-Moc... 
in LIFE, November 17, 1947 


Complete coordination from the workbench to consumer — 
that’s the business philosophy behind Bostonian. Dealers 
benefit from the consistent national advertising by piping 
into their community this priginal impact through: 

1. Local newspaper mats adapted from the national 

advertisement. 

2. Direct mail pieces as an added impression. 

3. Radio spots as constant reminders. 
et 4. Window displays and props to carry the con- 
eee sumer recognition to point of sale. 
It's a complete package prepared by Bostonian. 


It's news because it /S complete. Don't you think it's time 
to get on the Bostonian bandwagon? 


e 
Poston enn. COMMONWEALTH SHOE & LEATHER COMPANY 
waLk-FITTe® 


. RIGHT: THEVRE WHITMAN, MASS. 


° t 
vir niGHT: FF 
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NATIONALLY ADVERTISED 


Sheeiithiss ince 1874 


TWEEDIE FOOTWEAR CORPORATION @ JEFFERSON CITY, MISSOURI 
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Weld o te Weed 


D. W. JOHNSON, manager of the 
Nunn-Bush Shoe Store in St. Paul, 
Minn., says: 

“We note that the sales resistance 
which was quite strong a short time 
ago seems to be subsiding. We 
have undertaken an educational 
program in selling to combat this 
feeling that shoe prices are too high 
by pointing out that in comparison 























with other advanced prices of food, 
clothing, housing and other necessi- 
ties, the cost of footwear is not out 
of line. 

“We show the customer that he 
is getting his money’s worth by 
stressing quality of materials and 
workmanship, comfort and long 
wear of the merchandise we offer. 
We find that customers are very 
quality conscious. When a customer 
is hesitant about price and we show 
a shoe in a lower price bracket, it 
is usual, after comparison, for him 
to decide finally on the higher 
priced shoe. Brand name means a 
great deal to our customers because 
they feel that the old trade name 
means quality in merchandise. 
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“Our customers are also very 
style conscious. We recognize this 
by showing all of our styles, taking 
plenty of time in selling—so that 
there will be complete satisfaction. 
We feel that retailers need to make 
extra effort in taking care of their 
customers, to make up for the 
shoddy treatment many of them re- 
ceived from indifferent salesmen in 
war years. 

“We make a point of correct fit- 
ting to insure comfort and to bring 


customers back to our store.” 
7. * * 


WILLIAM KRONISH, manager of 
the shoe department, at Bond’s, 
Providence, R. I., says: 

“A very encouraging trend is 
now taking place in the buying of 
men’s shoes. For the first time 
since the war, men are buying 
shoes because they need them; buy- 
ing them to wear right now—with- 
out any buying for future use. That 
is a very healthy situation and one 
that brings shoe retailing back to 
normal. 

“During the past few weeks I 
have conducted a planned survey 
among the men who come to this 
store, to determine the reason for 
their purchase. While some were 
reluctant to talk, the majority said 
they were buying them because 
they actually needed them. A num- 
ber remarked that they were back 


to their former shoe buying habits, 


wearing the old shoes until they 
actually need replacing. 

“I asked many of these men what 
they sought these days when buy- 
ing shoes. The answer invariably 
was—a good, quality shoe with 
good fitting and courteous service. 
Many said they walked past the door 
of the stores that tried to sell them 
anything, regardless of fit or qual- 





ity. Several said they had seen 
shoes they liked in the window dis- 
plays of other stores but they re- 
turned here because they had been 
treated courteously before. 

“Men are generally buying one 
pair of shoes. They day of buying 
two pairs at a time has gone, for 
the majority. In the cases where 
two pairs are sold, I find that they 
are both of the same style and gen- 
erally that is a style that represents 
good, serviceable, all-around wear. 
Fewer fancier types and fewer pairs 
of seasonable shoes are being sold. 

“It’s a good sign for retailers be- 
cause it is now the type of business 
we can depend upon. From now 
on, good shoes, good fit and good 
service are going to build a good 
men’s trade.” 














Vee A 
Nits? 


—Have you got an “idea man" in 
pe organization? 

—lIf not, you should get one. 

“a business that has gone 
sterile on ideas is on the rocks re- 
gardiess of how many adding 
machines it is operating," 

—lIdeas are the seeds from which 
all progress grows. 

—And ideas, to be effective, must 
ever be new and fresh. 

—An idea is "a plan or purpose 
of action" as well as "a concep- 
tion of any perfection." 

—The life of the average business 
is only about seven years. 

—That's because the average busi- 
ness hasn't any ideas to grow on. 

—Keep your "idea man" on the job 
and you won't have to worry 
about any seven-year period. 


FU 1 — 


President 








DICK PRATHER, erstwhile shoe 
man who switched from shoes to 
head his own advertising agency, 
the Prather-Allen Advertising, many 
years ago, is now in retirement but 
he still keeps his finger on the pulse 
of the industry through the Boot 
AND SHOE RECORDER and a con- 
sistent correspondence with Everit 
B. Terhune. We gleaned the follow- 
ing paragraph from his latest letter 
and since it was a round-robin of 
friendship, good cheer and shoes, 
we pass it along for its tie with the 
past: 

“I have had the great pleasure of 
finding a boyhood pal, Wm. Neville 
Collier, dating back 65 years to 
Ozark. He came to see me and we 
write often. Lately, he sent me the 
enclosed, which relates to a couple 
of characters we both knew well in 
the old days. It is so good and true 
that I wanted you to have a bit of 
it. Uncle John Hilsabeck was fa- 
mous for fishing all day and catch- 
ing nothing but fun. The Judge was 
our circuit court magistrate and a 
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great man. Old John prefaced 
every utterance with that: ‘I say, 
I say.’ Every shoe man who trav- 
eled into Southwest Missouri knew 
him and many of them have talked 
to me about him”: 


THE JUDGE AND JOHN 
When Uncle John Hilsabeck said, 
“I say, I say, 
The fish bite fine in the creek to- 
day,” 
The Judge knew well what his duty 


was, 

In spite of the court, in spite of the 
laws, 

“___T say, I say, I was out at dawn 

To a quiet hole on the banks of 
Swan, 

And the purtiest trout that you ever 
see 

Are a-waitin’ there, Judge, for you 
and me.” 


That settled the case, no court to- 
day, 

As Uncle John knew in his sly old 
way. 

And something they'd take to ward 
off chills, 

Cure snake bites and some other 
ills. 

As down through the willows they 
went their way, 

You'd hear faint echoes, “I say, I 
say. 


Occasional laughter, a shout or 


song, 
Told where they angled the morn- 
ing long. 





And the fun they had you will never 
know, 

Unless you were there in the long 
ago, 

Unless you knew the Judge and John 

In the good old days on the banks 
of Swan.” 


(Editor’s note: “The Judge and 
John” was written by L. V. Flowers, 
who taught school in Taney County 
in the 90’s. It appeared in “The 
Leader” way back then.) 


oF o * 


SALESMEN FOR THE Vogue 
Shoe Company of Los Angeles 
make their selling trips doubly ef- 
fective by notifying their clients by 
means of a pre-arrival post card. 
This card shows a caricature of the 
salesman carrying his line and tells 
the approximate time of arrival. 





“Can't say that | like the kind of store traffic we're getting lately.” 
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Trade Concerned over Price Rise 


Sharp Advance Surprises Shoe Men and Furnishes 
General Conversation Topic as Trade Gathers at 
Shoe Fair in Chicago for Opening of Spring Lines. 


Cuicaco—Coming as a surprise almost on the eve of 
the National Shoe Fair, the sharp increases in prices an- 
nounced by various manufacturers on shoes in their 
Spring lines caused tremendous excitement and no small 
amount of confusion among merchants and buyers who 
gathered here at the beginning of this week for the big 
October trade show. 

Announcement of some slight increases at this time 
was more or less anticipated, but the amount of advance 
in some instances was altogether unexpected, particularly 
in the case of some of the men’s shoe lines. It is on 
men’s shoes that the mounting price resistance that has 
been gathering force over the past several months has 
been mainly concentrated, and with advances ranging 
almost to a dollar a pair, retailers here for the Fair are 
naturally perturbed as to the future of this branch of 
the business. 


Largest Increases on Men’s Lines 
& 


While average increases on women’s and children’s 
shoes are much less than on men’s footwear. the feeling 
here as the Fair opened was that they would almost cer- 
tainly tend to operate as a restraining influence, both on 
the orders placed in Chicago during the Fair and 
throughout the country as salesmen take to the road with 
their Spring lines. While inventories are by no means 
heavy if judged by prewar standards, they have been 
gradually building up during recent months in many 
areas, so that stores generally are regarded as being well 
stocked. 

Merchandise managers of department stores have been 
holding down the volume of inventories in practically 
all lines, shoes included, so as to minimize losses in the 
event of a price recession. Most retailers learned during 
the war period that they could make more money with 
smaller stocks and more rapid turnover. Consequently 
there has been a tendency in the department store field 
particularly to limit shoe commitments to 60 days’ 
requirements, Retailers who expressed themselves here 
on the probable effects of the sharp price increases an- 
nounced during the past ten days thought they would 
tend to strengthen this trend toward hand-to-mouth 
buying. 

Whatever the effect might be on the volume of busi- 
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ness transacted at the National Shoe Fair, it was ap- 
parent that the skyrocketing shoe prices had no appreci- 
able influence on attendance. Retailers and buyers 
flocked to Chicago from all sections of the country, and 
by Sunday the lobbies and corridors of the principal 
Loop hotels were filled with the customary crowds, as 
exhibitors and their sales representatives set up their 
displays in the sample rooms. 

This year the Stevens Hotel on Michigan Avenue, 
scene of many a national shoe fair, was again added to 
the group of official hostelries, as was also the Congress 
Hotel, making, with the Palmer House, Morrison and 
Chicagoan, five Shoe Fair hotels. It is estimated that 
these provided a total of 1070 rooms for 620 exhibitors, 
besides an additional hundred display booths in the 
exhibition hall on the fourth floor of the Palmer House. 

Retailers were just as eager to look over the new shoes 
as manufacturers were to show them, with the result that 
the week promised to bring as many shoe men to Chi- 
cago as the city had ever entertained at any of the shows 
staged here in previous years. During their stay ‘his 
week they concentrated practically all of their time on 
business, for the Fair’s activities included few of the 
membership meetings, trade gatherings or other pro- 
gram activities of former years. 

A big luncheon gathering in the ballroom of the 
Palmer House gave Shoe Fair week an opening official 
send-off on Monday, with the formalities of welcoming 
speeches and friendly felicitations from one branch of 
the trade to another. The main feature on this occasion 
was the showing of an inspiring picturama or colored 
film entitled “The New America,” which, aside from its 
excellence as an accomplishment in color photography, 
was an expression of faith in the future of America and 


its people. 
Clinics Offer Help to Visiting Retailers 

The customary luncheon sessions with featured speak- 
ers were omitted on the other days of the Fair, but retail- 
ers who came in the hope of obtaining enlightenment on 
their merchandising and operational problems had abun- 
dant opportunity to do so at the clinics conducted during 
[TURN TO PAGE 78, PLEASE] 
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SUMMER wane 


Will You Be Ready Then with the 
White Shoes, the Bright and Pas- 
tel Multicolors, the Leathers and 
Fabrics and Other Materials That 
Will Be Needed to Round Out 
Your Summer Stocks? 




















































SHOE fashions this coming Summer will present as 
many facets as a finely cut diamond. All-over white 
shoes; dressy white shoes combined with color in new 
ways; pale, pale pastel colors, alone or in combination 
with one, two or more other pale pastels; brilliant col- 
ors, one at a time or in combinations. Leather shoes in 
smooth, sueded, crushed and shrunken kidskins; in 
smooth, boarded, grained and sueded calfskins; in rep- 
tiles; in metallic and high finishes. Fabric shoes in 
real Irish linen; in a combination of yarns, including 
some synthetics, with linen-like weaves; in prints; in 
meshes in some gabardines; in duck cloth. 

The variety seems endless, promising the widest range 
of choice in colors and materials since prewar days. It 
looks as though even the gayest of these days might be 
surpassed. What does this mean for you as a retailer? 
It means, first, more care in selecting styles, since pair- 
age in a comparatively few good patterns and colors 
is better than a wide range of styles in not enough sizes. 
Since this is the case, in any year and emphatically 
this year, what are some of the styles and colors and 
materials that you will not want to be without? We 
have lined up some of them in the accompanying illus- 
trations. For your stock you will, without doubt, want: 
1. White shoes, including an all-over white spectator 
end a dressier white shoe with a touch of color con- 


Top of page—High-riding, opened-up sandal com- 
bining two pastel shades of kid suede, Peach Petal 
and Tahitian Aqua. Larkspur (blue) and Sweet Pea 
(pink) Maracain harmonized in a low heel wedge. 
Both pullovers courtesy Allied Kid Company. 


High-riding sandal in red Cara Kid for many occa- 
sion Summer wear. Detailed for Summer tailored 
costumes, medium heel strap shoe in beige Brogandi. 
Both pullovers courtesy John R. Evans & Company. 
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BE A-COMIN IN... 


trast. 2. Multicolor sandals on high heels and low 
wedges in bright color combinations, red, green, blue, 
yellow, as well as combinations of pale pastels. The 
latter are very new looking. Multicolors, combining 
two, three and more colors, are to be had in smooth, 
suede and crushed leathers; also in fabrics, linen being 
especially good. 3. Solid colors with bright flame red 
and Green Pepper or a similar lively medium green top 
favorites. You should watch for some other good bright 
colors, especially what are technically known as the pri- 
mary colors. Include in these solid colors, the all-over 
natural linen shoe. 3 

And speaking of linens, don’t»forget that women will 
be wearing linen or linen looking dresses this Summer 
in a wide range of colors. In clothes in general, this 
coming warm weather season will be very colorful, wit- 
ness the recent fashion showings of Southern resort 
clothes where both pale pastels and strong, clear colors 
have been featured. At the New York showing by the 
Miami Fashion Council citrus yellow was highlighted. 
The style importance of white was also stressed at this 
show and by New York manufacturers in their Southern 
resort lines. Couple this fact with the strong fashion 
trend toward monotone costumes, and you have a smart 
new argle from which to promote white shoes. If you 
remember the REcoRDER went all-out for this idea last 
Summer. As in the case of all good fashion develop- 
ments, its acceptance was limited at first. Nineteen 
forty-eight may see its wider style acceptance. 





November |, 1947 





















































Above—All-over natural 
linen opera pump, car- 
ry-over from a last Sum- 
mer high style success 
from Dave Evins. Two 
pastels, light pink and 
light blue, harmonizing 
in an Irish linen sandal 
from Tupper Pre-View. 
Yellow and green Irish 
linen combined in an 
18/8 wedge sandal from 

Kay Karzmar. 


Left—Typical of the 
style interest in white 
combined with color, 
calfskin shoe from 
Schwartz & Benjamin. 
Multicolor sandal in 
bright bands of calfskin 

from Palter De Liso. 








Madeleine Vrament puts back-caped, round 
shoulders, emphasizing a tiny waist, and a 
long tunic into a seven-eighths length coat. 


es Fall fashion has just gone through one 
of its great major changes, the first in many years. 
And with a completely revolutionized silhouette, foot- 
wear has also undergone a mild revolution. When this 
change was indicated six months ago, there were many 
doubters who said, “Women will not give up short 
skirts. They want their comfort and will insist on it.” 
Those are all yesterdays, and the new silhouette is now 
an established fact. Although longer skirts have be- 
come a topic for national debate, they are here and are 
being worn. That does not mean ankle-length skirts, 
by any means, but it does mean that the heavy part of 
the calf is covered. With this length go softer shoulders, 
smaller waists, either real or by optical illusion, and 
with them a whole new category of shoes. And since 
Paris has been given credit for this change, perhaps the 
best way to illustrate the kind of shoes which women 
will want to wear with these new styles is by photo- 
graphs of the original Paris and London clothes them- 
selves. 

To illustrate the point in day wear, we have selected 
Madeleine Vrament’s new coat. With back-caped, round 
shoulders, built te emphasize a tiny waist, and the long 
tunic on a bias line swinging gently out over a tighter 
body, the eye is inevitably carried to the ankles and 
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i WAIST 


AND ANKLE: 


Revolutionary Changes in 
Clothes This Fall Are Pulling 
in Waistlines, Padding Out 
Hips, Lengthening Skirts and 
Slenderizing Ankles. 


Striking example of the new silhou- 
ette, a dressy velveteen afternoon suit 
by Hardy Amies of London, with slim 
waist, flared peplum, longer jacket, 
slim skirt 13 inches from floor. 
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by DORA LOUES MILLER 


FASHIONS NEWEST HIGHLIGHTS 


shoes. This designer has chosen a dressy afternoon 
shoe with pointed back, held by an ankle strap, to 
minimize the ankle in much the same way that she has 
used her designing talent to slenderize the waist. A 
side point again brings into accent the ankle. Hardy 
Amies of London in his dressy afternoon suit of 
velveteen makes a point of the narrow waist by a flared 
and padded peplum, as well as his radiating buttons 
on the longer jacket over a slim sheath of a skirt, this 
time 13 inches from the ground. He also recommends 
fine suede shoes, which enhance the slenderness of the 


ankles. The slenderizing and glamorizing of ankles 


Round neckline, rounded shoulder 
and hip lines and slender waist im- 
portant features of black satin after- 
noon dress with bands of appliquéd 
schiffli embroidery by Balenciaga. 
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Lelong creates a black velvet dinner 
dress with waist deep décolletage ac- 
cented by the sapphire scarf which 
drops to the hemline of the skirt, em- 
phasizing the longer back. 


seems to be the predominant note for footwear in all 
categories. They have become the focal point of inter- 
est, a position which they have not occupied since the 
first World War. 

Balenciaga appliqués bands of black schiffli em- 
broidery on an afternoon dress of black satin. And 
here comes a suggestion for the same type of em- 
broidery as shoe ornamentation. Satin slippers are 
certain to be “front and center” in style importance. 
They are most successfully embellished with embroidery 

[TURN TO PAGE 77, PLEASE] 








STORY OF A 


PIONEER 


by 
JUANITA SAYER 


a: years ago, when California’s sprawling San 
Fernando Valley was the home of a scattering of hardy 
farmers and cattle ranchers, an optimistic young mer- 
chant named Earl Rabe decided to set up shopkeeping 
in the heart of the great desert plain. His humble haber- 
dashery shop, one of the first “mercantile establish- 
ments” in the then lonely little village of Van Nuys, was 
two years later to become its first family shoe store. 

Few people realized the enormous potentialities of the 
arid Valley in those days. There were no realtors and 
ballad singers recommending that you make the San Fer- 
nando Valley your home. Van Nuys, with its handful of 
citizens, offered a shoe merchant few prospects for more 
than a scant bread and butter business. 

But the zealous pioneer envisioned great things for the 
long Valley. Already the desert wastes were beginning 
to bloom, because the Los Angeles Aqueduct, whose com- 
pletion coincided with the founding of Van Nuys in 
1911, was carrying water from the High Sierras to the 
San Fernando Valley. Within a decade the massive con- 
crete tubes were to transform the sparsely populated, 














Right—Elmer Bazo, Mr. 


Top of page—Earl Rabe, 
Rabe’s star fitter, fits a teen- 





fits a nurse in duty oxfords. 
He considers no foot difficult 
and delights in fitting so- 
called problem feet. He 
works at fitting stool along- 
side other salesmen. 


Above—Special attention is 
given to fitting children’s 
feet, which are always 
X-rayed after shoes are fitted. 
Many of the youngsters are 
grandchildren and_ great- 
grandchildren of Mr. Rabe’s 
first patrons, who started 
buying their footwear from 
him three decades ago. 


age girl. Mr. Bazo is one 
of Southern California’s top 
shoe fitters. Customers are 
not sold shoes unless the 
salesforce is convinced that 
they fit to perfection. 
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SHOE MERCHANT 


Earl Rabe, Who Opened the First Family Shoe Store in 
the Desert Village of Van Nuys, Calif., Almost 30 Years 
Ago Has Seen His Business Grow with That Prosperous 
Community and the Now Fertile San Fernando Valley. 


almost treeless waste to one of America’s most verdure- 
covered, most valuable residential, industrial, and farm- 
ing regions. 

Today Earl Rabe fits shoes for many of the 60,000 
persons who make Van Nuys their home. His is one of 
America’s best examples of a family shoe store which 
has grown to meet the needs of the community. Every 
year for almost three decades his business has taken a 
healthy jump—just like the population—and this year 
his dollar volume is running 20 per cent ahead of last 
year’s. 

Mr. Rabe enjoys a come-back trade that amounts to 
practically 99 per cent. Much of this is due to the fact 
that he does not cater to a minority of the townspeople 
but concentrates on serving the needs of every member 
of the community. Many of his patrons are grandchil- 
dren and great-grandchildren of his first customers. 

His is an extremely diversified clientele. Every age, 
occupation, and income group is represented among his 
patrons—or as he would say, his friends—and there is 
a price line and a style to fit their varied tastes and 
pocketbooks. Often Mr. Rabe or his salesmen will fit all 
of the members of one family at a sitting. 

He numbers among his patrons scores of topflight 
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movie stars, whose swank residences dot the town, where, 
incidentally, Hollywood’s Andy Devine reigns as mayor. 
Nearly all of the nurses from the Army’s Birmingham 
General Hospital make Rabe’s headquarters for their 
duty shoes as well as their leisure footwear. Also wel- 
come visitors from Birmingham Hospital are the para- 
plegics, who, although confined to wheel chairs, are 
among the town’s most avid shoppers. 

Rabe’s store, which is a community institution, also 
serves the thousands of working men, clerical staffs, and 
executives of the town’s rapidly swelling list of industrial 
firms. 

Even though Van Nuys might be considered a rela- 
tively small town, its inhabitants are far more sophisti- 
cated and style-conscious than are people in other towns 
of equal size. Part of this is due to the Hollywood influ- 
ence; in addition, the per capita income is one of the 
highest in the country. 

Many of the agrarians, whose palatial ranchos have 
made the valley a showplace, are in reality gentlemen 
farmers who till the soil not for profit so much as for 
pleasure. The industrial workers who live and work in 
Van Nuys rank among the nation’s highest paid factory 
employees. [TURN TO PAGE 80, PLEASE] 













SHOE NEWS 
PICTORIAL 





Young devotees of the sport of skiing, 
David Findlay and Carol Routledge are 
completely equipped even to their small 
ski boots, on the Columbia Ive Fields 
at Jasper National Park, Alberta. Instead 
of wearing protective clothing against the 
temperatures well known to Winter ski- 
ers, these young people were prepared 
for the sun as they pursued their favorite 
sport in early September. 

























Among more than 500 members of the women’s wear and associated 

industries who were guests of the Chicago Tribune at a dinner and 

preview of 49 prize-winning costumes from the paper’s annual Ameri- 

can Fashions competition were, left to right: Joan Wetherell, Mrs. 

P. J. Rauen, Richard O’Connor, R. O’Connor, Philip J. Rauen and 
Alice M. Been, of O'Connor & Goldberg, Chicago. 


Below: Frankfurt’s Lord Mayor, Walter Kolb, delivers 
shoes and clothing to the workmen of Hesse during 
a brief ceremony in Frankfurt, important German 
city, marking the development of Frankfurt as Bi- 
zonal Economic Headquarters. 










Other shoe people who attended the dinner and 
preview given by the Chicago Tribune were, left 
to right: Mr. and Mrs. M. J. Floun, of I. Miller, 
and A. L. Joseph, of Joseph Salon Shoes, Inc. 
















Right: Katherine Patricia Scott, 16-year-old 
British girl, was married recently to the 23-year- 
old Nawab of Pulunpur, India, who is descended 
from Haroun-Al-Raschid, Caliph of Bagdad. 
Here the young bride-to-be admires an Indian 
style slipper, a recent gift, in her home in 
Fulham, London, the day before the wedding. 


For a stowaway, this lad’s footwear is pretty 
good. Albert Heinrich, 16-year-old German 
youth, and former 3rd Infantry Division mascot, 
tried to enter this country three times by slip- 
ping aboard ships bound for America. He 
failed and the Immigration Service ordered him 
returned to Germany. Here he waits at the 
Mobile County Jail to be placed aboard ship. 


Above: Mrs. Adeline Fidler, 
bride of Hollywood columnist 
Jimmie Fidler, watches as her 
husband dons bowling shoes 
for a workout at bowling alleys 
near the American Broadcasting 
studios in Hollywood. Jimmie 
regularly relieves broadcast ten 
sion by bowling after he goes 
off the air every Sunday. 


Left: Six-footers in the cast of 
Theatre, Inc.’s The Big People 
surround star Ernest Truex as 
Herbert Adler of Adler Shoes 
for Men personally fits Charles 
Lang with a pair of Elevators. 
The tall fellows in the cast 
didn’t look tall enough when 
playing opposite 6'2” Dorothy 
Ford, the show's leading lady. 
So Mr. Adler was called in to 
supply the necessary inches. 








ditorial outlook 


Oif the Deep End 


HAVING called the turn on shoe prices last Spring by 
predicting that they would stay up, when most trade 
information sources held to the opinion that a price 
recession was just around the corner, the RECORDER 
again experiences an urge to stick its neck out, at least 
to the extent of standing pat a little longer on its pre- 
viously announced market position. 

Perhaps it doesn’t take a great deal of courage to 
forecast high shoe prices for the foreseeable future at 
this time, when practically everybody is on our side of 
the argument. Perhaps it doesn’t mean very much to 
say shoe prices will remain high in a period when 
zooming prices of just about everything has the country 
more concerned with the perils of possible inflation 
than with the possibility of a price break. But it does 
concern a lot of shoe people rather deeply to know how 
the public is going to react, and what’s going to happen 
in the next six months. 

There are a lot of things, naturally, that nobody 
knows and which may prove decisive factors in shap- 
ing the future of business during that period. But it 
seems to us that the possibilities, at least, are now rea- 
sonably clear, and that enough is known to enable a 
merchant to chart his course with reasonable assurance 
that he won’t end up too far from the place he started 
for. So here goes. 

Barring unforeseen developments of an extraordinary 
nature, either in the international situation or on the 
home front, we think the shoe trade can count on a vol- 
ume of business reasonably near the present levels of 
trade activity from now until Easter. There appears to 
be every present indication that prices will hold until 
early Spring; in fact, a number of manufacturers have 
already announced advances on Spring lines. After that 
what happens will depend on the supply situation and 
the force of competitive factors. 

The early Fall was generally referred to as a testing 
period when retailers would be afforded an oppor- 
tunity to judge whether the slump in sales that charac- 
terized the latter weeks of the Summer in many areas 
was the beginning of a general trade recession in shoes, 
or whether it was mainly the result of weather condi- 
tions, the vacation season and other influences of a 
temporary and more or less local character. Judging 
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from reports that we have seen the test has turned out 
about as might have been expected. The shoe business 
isn’t enjoying the boom that some lines of trade appar- 
ently are experiencing; on the other hand, there are 
few, if any, indications pointing to a real recession or 
any marked decline in sales or prices. Dollar volume 
up, units down, or at least slowing down in the rate of 
advance that has marked previous seasons. Some very 
definite signs of price resistance, but customers for the 
most part still buying shoes as they need them and 
nothing to indicate any serious or widespread slump 
in the volume of sales. 


WHEN prices reach their present levels and threaten 
to go higher, it is natural that pairage should suffer 
at some points and that is clearly what is happening 
today, as revealed not only in production figures but 
also by the experience of some segments of the trade, 
like higher priced men’s shoes and certain brackets 
of the women’s trade. Customers are becoming more 
selective, more discriminating and are limiting their 
purchases according to their means. If any additional 
evidence were needed, the increased activity of the shoe 
repair trade would prove the point. But in spite of this 
we have a people generally employed at wages that 
are relatively high. They need shoes and, since they 
have the purchasing power, they buy and will buy 
according to their needs. They have to buy other things, 
tuo, and those other things also cost more. So buying 
is, for the most part, pretty carefully budgeted. 

And so the shoe business, if not quite as good as it 
has been at some times in recent years, is, generally 
speaking, pretty satisfactory and promises to continue 
so during the rest of this year. Most retailers will un- 
doubtedly have a very good Christmas and holiday 
business; shoe merchants will get their share. And 
while Christmas unfortunately doesn’t provide the stimu- 
lus to shoe sales that it gives to some other lines of 
merchandise, stores should be busy and selling active 
from now until the end of the year. 

After January 1, it seems logical to look for some slow- 
ing down in most of the apparel lines, possibly a little 
more this year than the normal seasonal slackening in 

[TURN TO PAGE 77, PLEASE] 
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TE 
ESTABLISHED BRAND A 


MW ACES GOI 
WES Steoce by Selly 


No two ways about it, shoes that trace their 





ancestry back 70 proud years, have it all 

over the brand that’s here today and gone 
tomorrow. That’s why TRU-POISE shoes 

by Selby stand for correct fashion and depend« 


able quality with millions of women. And 









mean easier sales, fewer returns and more 
dollars for dealers featuring the brand 


in demand—TRU-POISE shoes by Selby. 


ARCH PRESERVER + ACTIVE MODERNS 
TRU-POISE + STYL-EEZ + EASY GOERS 
TOWN WALKER + PHYSICAL CULTURE 
GROUND GRIPPER + CANTILEVER 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver « Styl-EEZ - Tru-Poise 
Easy Goers) 
926 MARBRIDGE BUILDING (Physical Culture - Town Walker 
Ground Gripper - Cantilever) 
Los Angeles Offices: 816 HAAS BUILDING (Arch Preserver - Styl-EEZ - Tru-Poise - Easy Goers) 
LANKERSHIM HOTEL (Physical Culture shoes) 
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DANGER AHEAD? 


THE TAX-EXEMPT 


Why Co-Operatives Should Be Subject to Taxa- 
tion on Same Basis as Private Enterprise—Some 
Fallacies in Arguments for Tax Exemption. 


by DAVID B. CHASE 


Member of the New York and New Jersey 





Bars and partner in the New York accounting 
firm of J. K. Lasser & Co. Lecturer on Fed- 
eral Taxation at New York University and 
author of books and articles on tax subjects. 


CHAPTER Ii: PATRONAGE 
REFUNDS AND RESERVES 


Tc controversies relating to taxation of co-opera- 
tives rage mainly over several major issues. 

The argument of the co-operatives that relates to 
patronage refunds is essentially this: The margin be- 
tween billing price and cost is not “profit” but “saving,” 
and when distributed to the patron-member it is merely 
an adjustment of an “overcharge.” 

This argument overlooks the fact that the income of 
the co-operative is derived from the employment of capi- 
tal and other factors the same as in the case of the 
private enterprise. This income should be taxed in the 
manner it was created and not exempted because of its 
manner of distribution. The government, which pro- 
vides or maintains the economic environment in which 
this income is earned, requires taxes to support its 
activities. The earnings it helps produce, by providing 
or maintaining this environment, should be taxed to 
provide the needed governmental revenue. 

The proponents of co-operatives argue that those 
organizations are really agents of their patrons and do 
not have a separate existence of their own. The fact is 
that they carry on businesses at their own risk, and not 
as agents, for their members do not take responsibility 
for losses. Neither is the agency theory compatible 
with the fact that the co-operatives have income from 
investments and profits earned from transactions with 
people who are not members. 

There are those who argue that even if co-operatives 
are taxed they can avoid the tax by reducing billing 
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prices so that no margin is left between cost and billing 
price. If so, the abolition of tax exemption should not 
be resisted by co-operatives. The fact is that earnings 
from investments would still remain to be taxed. More- 
over, further capital contributions that could be in- 
vested elsewhere at a profit would hardly go to build 
up co-operatives as in the past. Besides, no reserve 
could be accumulated to withstand business risks and 
lower competitive prices of depressed years. Taxation, 
then, of co-operatives in good years would give the 
government the benefit of taxes on incomes provided by 
a prosperous economy that certainly was not the mak- 
ing of the co-operatives. As things now stand, tax 
exempt co-operatives escape taxes in good years and 
escape the ravages of lean years that affect private 
competitors. 


The matter of “reserves” 


Every business, whether a co-operative or not, must 
provide reasonable reserves to provide for business 
risks and adverse conditions. Reasonable reserves of 
consumer co-operatives escape taxation even though 
they are not really distributed to patrons. All they need 
do is give evidence of indebtedness to the patrons. 
Farmers’ co-operative marketing and purchasing organi- 
zations can maintain their exempt character even though 
they accumulate reserves for any reasonable purpose or 
because such a reserve is required by state law. 

These reserves are often used to solicit and obtain 
new members, to pay debts and interest incurred in 
prior periods, and buy out other business. Sooner or 
later the profits derived from these activities find their 

[TURN TO PAGE 65, PLEASE] 
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. . » AND MORE! 
they bear 


GOOD HOUSEKEEPING MAGAZINE'S 
SEAL OF APPROVAL! 












Life-Guard Shoes for ‘round-the-clock com- 





fort at no sacrifice of style. Life~Guard 


Shoes for quality and value, too! 
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AMERICA’S 
UNMATCHED LINE 
RETAILING AT 


$6.95 to $7.95 


and every pair of LFE-GUARD SHOES 
proves it beyond the shadow of a doubt! 





























wale oe - ae EASTERN SALES Al A. Epstein, Box 217, Austell. Go. 
; oo eorgia, Florida, South Carolina, 
California, Washington, Oregon REPRESENTATIVES Loulstena, Meth Cavelina. 
B. R. Boyle, 900 6th Ave., — SHOE Co. Alabama, Tennessee 
Red Oak, Iowa 139 Duane St. = 
Iowa, Kansas, Nebraska, Utah, New York City, WN. Y. Philip Stern. 4239 College Ave.. 
Wyoming —Serviclag— Indianapolis, Ind. Indiana, Illinois 
tt, RR7 Lubbock, T All New England States Robert R. Newcomb, 
a ee ee Pennsylvania, New York. 3857 Berkley Ave., Toledo 12, Ohio 
" “New Mexico Mcryland Michigan, Ohio 














There may be a franchise on LIFE-GUARD Shoes open in your 
town. If interested, contact representatives listed above, or write us. 


THE LONGINI SHOE MANUFACTURING CO 


CINCINNATI, OHIO 
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M AKING small children feel important, treating their 
slightly older sisters as adults and instilling in the moth- 


ers of both a feeling of confidence not only in the mer- 
chandise but also in the saleswoman’s ability to fit prop- 
erly are only three in the bag of merchandising tricks 
practiced by the 10 competent women who make up the 
sales staff of the not-so-old children’s shoe department 
of Boston’s R. H. Stearns & Company. 

Currently celebrating its centennial anniversary, it was 
not until this store was 87 years old that women’s shoes 
were added to the stock of quality clothing and drygoods 
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In this approximately 20 by 40-foot children’s shoe department in the 
store of R. H. Stearns & Co., Boston, both feet are measured with the 
customer seated and standing; the fit is then double checked with 


an X-ray machine. 


DEPARTMENT 


STRESSES NERVICE 
ro CHILDREN 


Some of the staff of the R. H. Stearns children’s 

shoe department. Top row, left to right, Earl 

Matthews, Ralph Boyington and Francis Perry. 

Seated, left to right, Mary D’Orsi, Mary Flavin 
and Mary Flynn. 


for which company has always been noted; and its 
ninetieth anniversary seemed a fitting time to select for 


the opening of its children’s shoe department, serving 
among others, more than a few of the great-granddaugh- 
ters of women whose names appeared on the company’s 
books four generations ago. 

Much of the success of this department can be traced 
to a training program devised and installed by Melville 
Brown, in full charge of both women’s and chil- 
dren’s departments, and entrusted for its carrying out to 

[TURN TO PAGE 82, PLEASE] 
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EXT YEAR WILL BE MORE THAN AN ELECTION YEAR 


Will you be doing a ‘‘seasonal" business, with profits tied up in 
high-style footwear that rnay or may not turn in time to leave 
you "in the clear?" 


Or'will you elect to operate the modern way, with every 
pair of your Miller Orthopedic Shoes always worth just what 
you paid for it—never "'stuck'’, because this sensible line is 
never sticky! 


@ Wouldn't it be smart to get your name in our files so— 
when we are able to take on new accounts—you'll be able 
to operate the modern way—progressive, always safe! 





THE MILLER SHOE COMPANY 


e 
4015 Cherry St. . Cincinnati 23, Ohio re ry e ¢ 


NEW YORK OFFICE CHICAGO, ILL. 


Onrthonedic 
656 Marbridge Bldg. 1208 Republic Bldg. =“— 
hs Ss oes= 


West Coast Representative 





ORTHOPEDIC DIRECTION OF ALBERT E. KLINKICHT 
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CINCINNATI SHOE FAIR 


Sponsored By The Ohio Shoe Travelers Club | 





HOTEL GIBSON (pc) — NETHERLAND PLAZA 


Sun., Mon., Tues. & Wed., Nov. 16-17-18-19 


a) 


Wa 'y 
ONE OF AMERICA'S a OVER 200 LINES OF 
GREAT SHOE CENTERS eo MEN'S, WOMEN'S 
— PRESENTS — i? AND CHILDREN'S 
AMERICA'S GREATEST 4 a OOTWRAR AMD 
ta a “ae : : a ACCESSORIES 
7 





RETAILERS — This is a “must” on your calendar — Complete your 
Spring buying at this fine showing. Make your room 








reservations now. 


SALESMEN — _ Due to unprecedented demand for exhibit space — 
Additional rooms have been made available at both 


hotels. Contact Show Chairman at once. 





BANQUET — FLOOR SHOW — DANCE — TUESDAY P. M., NOV. 18, HOTEL GIBSON 


BOWLING TOURNAMENT FOR VISITORS AND EXHIBITORS ALL DAY WEDNESDAY, NOV. 19 


ADDRESS ALL COMMUNICATIONS TO IRA LONGINI, SHOW CHR. 
53 DUTTENHOFER BLDG. 229 E. 6th ST. CINCINNATI, OHIO 











Boot and Shoe Recorder 























M. C. SWAN 
President 


Ohio Shoe Travelers’ Club 


IRA LONGINI 
General Chairman 
Cincinnati Shoe Fair 


PLANS COMPLETE 


FOR CINCINNATI SHOW 


Event Sponsored by Ohio Shoe Travelers’ Club to Be Held 
November 16th through 19th with Headquarters at the 
Gibson Hotel. Two Hotels to House Exhibitors. 


= of the Midwest Shoe-Fairs which were 
staged at Cincinnati a few years back, the Cincinnati 
Committee of the Ohio Shoe Travelers’ Club has com- 
pleted plans for the Cincinnati Shoe Fair November 
16, 17, 18, and 19. This event is to have headquarters 
at Hotel Gibson with exhibits both at the Hotel Gibson 
and the Netherland-Plaza Hotel. Some 200 lines are to 
be displayed. 

Ira Longini, president of the Longini Shoe Manufac- 
turing Company, is serving as general chairman of the 
Fair organization. Committee chairmen under Mr. 
Longini include Max Krause, entertainment; Wallace 
Holtzman, publicity; Isadore Siegel, banquet; Burt 
Jackson, rooms; Lester Marx, program. Sy Salkind is 
serving as secretary, and Frank Weber as treasurer. In 
addition, other committee members include: Alfred 
Springer, Merle M. Wilson, Phil Hamburg, Milton 
Rubinson, J. T. High, E. C. Horn and Florence Guenzer. 


The Program 


Planned by an aggressive group of shoe travelers, 
the program is designed to attract the buyer and to make 
his visit to Cincinnati both enjoyable and profitable. 
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The shoe displays will open up on Sunday, Novem- 
ber 16 and remain open through Wednesday. Tuesday 
the highlight event will take place—banquet, dinner 
dance and floor show which is to be held on the Hotel 
Gibson Roof Garden. The floor show is built around 
a popular band and five feature acts which include some 
cf the finest talent in the Middle West. 

Wednesday will be turned over to a bowling tourna- 
ment to be held at the Hotel Gibson “Bowling Lanes.” 
All shoe men who have registered may enter the contest 
and have a try at winning the handsome wrist watches 
which are to be given as prizes. 

The Ohio Shoe Travelers’ Club has a membership of 
over 250. It is headed by: M. C. Swan, president; Dick 
Barnes, first vice-president; Elroy Beil, second vice- 
president; Bob Newcomb, secretary and treasurer. The 
Board of Directors consists of Harry Minor, chairman; 
Lester Abrams, Sammy Grossman, Ira Longini, Ray C. 
Randall, Ben Tolpen, Max Krause, C. A. Risley and Burt 
Jackson. 

A non-profit organization, the Ohio Shoe Travelers’ 
Club devotes its income to making its shows a pleasant 
event for the visiting buyers. 








SUPERGRIP 


Activated with Hot Vapor Laden Air! 


The full effectiveness of Supergrip is obtained with the new Universal Heat 


Activator. This method of activating sole attaching cement provides a stronger 
initial bond by evaporating the solvents within the cement. It eliminates the 
need of applying solvents! 

This is another case where Supergrip will help you to achieve and maintain 


better sole attaching. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 





Danger Ahead? The 
Tax-Exempt Co-op 
[CONTINUED FROM PAGE 58] 


way to members as patronage refunds, 
yet such earnings are not attributable 
to sales of products received from mem- 
bers nor to overpayments for goods 
purchased by them from the co-opera- 
tive. 

In short, these reserves are used for 
investment exactly as is the surplus of 
any private corporation. There is no 
“agency principle” present that justi- 
fies the escape from taxation of these 
earnings from capital. Co-operatives 
certainly do not keep these reserves 
idle. They use them to compete with 
private enterprise. Certainly to the ex- 
tent that these accumulations are per- 
mitted to exist co-operatives cease to be 
distinguishable from taxable organi- 
zations. 

(Chapter III will follow in an early 
issue.) 


Air-Sea Rescue Children 


Given Shoes 


Boston, Mass.—Seven child passen- 
gers rescued by the Coast Guard cut- 
ter, Bibb, from the stricken flying boat, 
Bermuda Sky Queen, were fitted with 
Stride-Rite shoes upon landing at Bos- 
ton October 19. 

Children of English employees of the 
Shell Oil Company en route from Eng- 
land to South America, they ranged in 
age from eighteen months to thirteen 
years. 

Through arrangements made by Shel! 
officials with R. H. Stearns & Company, 
the children were outfitted with new 
shoes by members of Stearns’ shoe de- 
partment, called in for unusual Sun- 
day duty at the University Club where 
the children were billeted. Since all 
baggage went down with the lost plane, 
Boston department stores and the Red 
Cross spent a busy day clothing the 
sixty-nine survivors. 


Maine Shoe Salesman 
Opens Shoe Department 


PORTLAND, ME.—Rudolf H. Trafton, 
who opened a high grade shoe depart- 
ment this month in Grant Knowles De- 
partment Store, here, was born in Bath, 
Maine, and began his shoe business ex- 
perience while going to school, working 
part time and summer vacations for 
Davis Hatch Shoe Store, Front Street, 
Bath. 


Since that time he was employed as 
salesman at the A. H. Howe, Walk-Over 
store, Washington St., Boston, Mass.; 
worked several years at Thayer Mc- 
Neill Company, Temple Place, Boston, 
Mass., and was for five years assistant 
manager of the Arnold Boot Shop, in the 
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Dr. Posner's Ritesterts in 
Pre-Walkers and First- 
Steppers. 


Br. Posner's Scientific 
Shoes for School. 


Dr. Posner's Scientific Shoes 
for Pre-School. 


GIVE YOUR CHILD 
CORRECT BODY BALANCE 


Also Makers of Muscle Builders (to prevent pronation [weak 
foot]); Flying Aces for Boys; Teen Types for the Growing Miss. 


he Palencad Lae 


means a steady stream of customers! 


In the Dr. Posner’s Balanced Line, there’s a shoe for every child 
“from crib to college days”. This means that once you get a child 
started in a Dr. Posner shoe, the mother remains a customer of 
yours until the child grows up. This 10 to 15 year cycle of sales 
reduces your selling cost, multiplies your profit, and adds to 


your reputation. 


See our representative at the Spring Showing 
of the Ohio Shoe Travelers 
November 16th—November 19th 
Gibson Hotel, Room 630 
Mr. Dick Barnes 


DR. A. POSNER SHOES, Inc. 


Executive Office: 
137 Duane Street, New York 13, N. Y. 


Factories: Allentown, Pa. + New Oxford, Pa. « Chicago Sales Office: Merchandise Mart, Room 1046 
Los Angeles Sales Office: Haas Bidg., Suite 1112 





Hotel Statler, Boston, Mass. For 13 
years he has been buyer and manager 
of the shoe department at J. E. Palmer 
Company, Congress Street, Portland. 

Mr. Trafton will sell only nationally 
known brands in this new department 
located on the street floor in Grant 
Knowles. The department has al] con- 
cealed stock and selling space is decor- 
ated in harmonizing shades of green 
and mulberry. 


Shoe Store Suffers $25,000 
Damage in Fire 


NasHua, N. H.—Berg’s Shoe Store 
suffered damage unofficially estimated 
at $25,000 when a $200,000 fire swept 
the Park Theater building, threatening 


the city’s business section and sending 
12 firemen, overcome by smoke, to a 
hospital. It was reported that the shoe 
establishment would be repaired and 
reopened as soon as adjustments could 
be made. 

The building, owned by Walter R. 
Peterson of Peterborough, also was oc- 
cupied by the Park Theater, Nashua 
Hardware Company and the Bargain 
Outlet Store. 


Correction 


Due to a typographical error, the 
factory address in a Dr. A. Posner 
Shoes, Inc. ad (page 34, October 
15th issue of Boor AND SHOE RECORDER) 
was given as Oxford, Pa. It should 
read: New Oxford, Pa. 


























Trimfoot Baby Deer Shoes tap a direct pipelin: to the 
profitable Mother Market. They keep those profits flow- 
ing your way through constant best-read* advertising in 
23 Mother-reaching publications — advertising that tells 
a sales-making story of patented “Cuddle-Back” and other 
foot-protection features found only in Trimfoot Shoes. 








But more than that, Trimfoot extends that buying-for-baby 
habit to your children’s shoe department — with a line 
of Trimfoot Shoes that fills every need to teens. And as 
you would expect, they provide the same quality, price 
and profit advantages that have made Trimfoot] Baby 
Deer Shoes the birth-to-first-birthday leader of the nation. 


d 


BABY DEER SHOES 
PRE-SCHOOL SHOES 
SCHOOL SHOES 





*Authority: Nationally recognized crganization of readership analysts. 


TRIMFOOT COMPANY 
TRIMFOOT TERRACE 
FARMINGTON, MISSOURI. 
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October Shoe Selling Steady, Although Sales Are Slightly Be- 





ST. LOUIS CUSTOMERS 
FEEL PRICE PINCH 
SHOE merchants in St. Louis de- 
scribed October sales as below the 
anticipated volume, but not bad in 
view of the constantly rising cost of 
living. “We are getting more and 
more complaints,” one buyer said, 
“from feminine consumers about the 
difficulty of stretching their dollars to 
take care of essential needs such as 
rent, food, and clothing. Unless a 
pair of shoes is a must item at the 
moment,” he added, “it probably will 
go unpurchased.” To compete suc- 
cessfully with these other higher 
priced essentials, buyers point out, 
more emphasis is being placed on 
building up inventories with new 
styles and shoes that have a new 

look. 

“It’s still possible to sell a pair of 
shoes to a feminine customer even 
though shoes do not have a high 
priority on her items-to-be-purchased 
list at the time,” a department store 
shoe buyer said, “if you have a shoe 
to show her that is styled differently 
from any in her wardrobe. But with- 
out such a motivation to buy, she 
probably will use her dollars for 
commodities which she feels are more 
essential.” 


Though units were off for the month 
—considerably below last month and 
also October, 1946—shoe retailers 
still believe it was caused more by a 
higher selectivity than it was by price 
resistance. To support this view they 
mention the brisk movement of higher 
priced shoes in the $11 and $12 
brackets and higher. While dollar 
volume was not expected to be much 
below that of October, 1946, when 
final returns for the month just closed 
were in, shoe men still expected, how- 
ever, that unit sales would drop even 
more within the next sixty days. 

“The storm signals are here,” one 
shoe retailer said, “and the outlook is 
not good. They can’t get better,” he 
added, “when $7.95 shoes are selling 
at $12.95 and when even this retail 
price may have to go higher.” 
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low Anticipated Volume; High Living Costs Are Blamed. 





NEW YORK BUSINESS 
STEADY 


LAsT year’s sales figures in the New 
York area will be met, and in some 
cases surpassed, report a number of 
shoe buyers, if business continues to 
maintain the steady tone it has re- 
cently developed. Cooler weather plus 
the recent holiday served as a stimu- 
hating factor in October business in 
many shoe departments. 

Black suede continues as a best 
seller with brown suede steadily grow- 
ing in popularity. The majority of 
merchants feel that brown suede has 
sold well because this color comple- 
ments many Fall costume colors. 
Wine, green, Balenciaga and grey 
are bringing in a small percentage of 
additional sales. 

A number of merchants find that 
the open toe, open heel shoe is still 
the favorite shoe with the majority of 
women. Retailers generally agree that 
ease in fitting this open shoe helps to 
maintain its popularity. The leading 


- closed shoe continues to be the classic 


pump on a variety of heel heights. 
New treatments to the classic pump 
also bring in extra sales. Dressy flats, 
wedges, double or single ankle straps 
are all popular runners-up to the 
classic pump. 
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Sophisticated shoe for town, with 
medium heel, platform, offered in this 
ad by Himelhoch's, Detroit. 





One high style merchant finds the 
black satin pump on a 24/8 heel with 
a 34-inch platform a popular late 
afternoon and evening shoe. Other 
satin shoes, especially high-heel san- 
dals and high-riding strap sandals, 
have also sold well. 

It has been found in some stores 
that consumer interest in reptile shoes, 
other than alligator, has declined dur- 
ing the past three weeks. Colder 
weather may revive the sales of these 
shoes, according to buyers. 

In men’s shoe departments the 
loafer has sold like “hot-cakes.” Men 
find this shoe comfortable as well as 
especially suited for a variety of in- 
door and outdoor occasions. Wing 
tips and heavy welts continue to ap- 
peal to style-minded and younger men. 
* * * 


BUSINESS FALLS OFF 
IN DETROIT 


GENERAL business in Detroit shoe 
stores has dropped off in recent weeks 
with retailers reporting more than the 
usual seasonal slump. This is at- 
tributed in the Detroit area to a seri- 
ous volume of consumer resistance 
which has affected immediate buying 
at retail level. Situation is compli- 
cated by the fact that the stock of 
shoes is considerably below normal 
demands, particularly in men’s and 
children’s lines, and the volume of 
turnover in these fields is deceptively 
high in relation to the women’s de- 
partments in general. Principal basis 
of consumer resistance appears to be 
the feeling against increased prices. 
There is very little tendency, at the 
present time, to buy lower grade shoes 
compared with past customer buying 
habits. This is a carry-over from the 
habit established during the period of 
rationing and general high wages in 
the area. 

Local merchants are very shy about 
buying, except on a hand-to-mouth 
basis at the present time, and while 
inventories are fairly low, compared 
with prewar figures, they are reason- 
ably higher than they were a year 
ago and retailers feel their objective 
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should be to have only enough on 
hand to carry over the next 60 to 90 
days, including commitments for fu- 
ture delivery. Basically, the manu- 
facturers’ lines that are giving price 
protection against an increase are 
being favored at the present time, 
while retailers are generally unwilling 
to accept the escalator clause for any- 
thing beyond 60-day delivery. The 
need behind this situation is likely to 
become a heavy market for shoe pur- 
chases about the first of the year, 
which will probably assist in clear- 
ing the market at that time in the 
event of any radical price changes. 
There is an underlying sentiment on 
the part of retailers here that a shoe 
price adjustment downward may be 
in; the cards at that time. 





Style trends are not reported as 
significantly different from those of 
recent months. Emphasis on quiet 
colors has led Winter wear, with 
brown and white combinations show- 
ing very favorably for early Spring. 

_ 7. * 


BALTIMORE WOMEN LIKE 
NEW FOOTWEAR 


BALTIMORE women have been re- 
sponding to high style footwear with 
open toes and backs in the upper 
price brackets, like bees to a honey 
pot, but their reactions to the revival 
of the closed toe and back, classic, 
conservative footwear, have been none 
too uniform. Retail shoe store mana- 


gers and buyers tell antithetical 
stories. 
Wyman’s, Stewart’s and Hahn’s, 


unanimously claim that there has 
been a phenomenal reacticn to the 
1947 high style silhouette in footwear, 
with little break in buying speed. 
Sales are topping those of 1946 this 
October. ‘ 

Wyman’s reports, “We've been do- 
ing a bang-up job in suedes, platforms 
and ankle strap types in high style 
from $10.95 to $15.95. Women have 
accepted the fabulous look in dress 
shoes.” 

Coleman Andrews, recently ap- 
pointed buyer at Stewart & Co., said 
that the new high style look has been 
accepted, especially in the more ex- 
pensive price ranges. “They want the 
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Shoes for big and little sister, in the 
popular new “Chocolate Sundae" 
shade, featured by Hess in Baltimore. 





high style at $9.95 and $25.95. The 
last half of September and first week 
in October showed these types selling 
well.” High-heeled platforms in 
suedes and calfskins in black and 
brown are also moving well here. 

Opel White, manager at Hahn's, 
was most enthusiastic over sales 
response the first part of October. 
Business has increased over 1946 and 
this season especially, everything is 
going splendidly. “High style and 
colors. have gone well. Green, wine, 
multicolors in suedes and leathers are 
good. We featured recently cobra 
shoes and bags to match in red, 
brown, grey and green at $12.95, and 
they went like hot-cakes.” 

Merchants here agree that they have 
done a good job with play shoes, 
anklet wedges, flats. 

Children’s shoes moved well, accord- 
ing to buyers’ reports, especially 
patent leather with ankle straps for 
the young miss and ‘teen ager black 
suede, black leather ankle strap shoes. 

Hahn’s reports a big demand for 
buckle moccasins in leather in colors 
—red, green, black and brown. Fea- 
tured Mary Jane’s in black suedes, 
for the first time here, sold out. Chil- 
dren’s galoshes, boots and rubbers 
promoted for bad weather sold very 
well at Stewart’s. 

* * @ 


CHICAGO STORES ARE BUSY 


A PERFECT day of Indian Summer 
fell on October 13 (Columbus Day) 
and the proverbial rush of children 
and young people was on in all 
Chicago stores. The Loop had crowds 
approaching Christmas proportions, 
and since this date fell on a Monday 
when the majority of downtown stores 


are open evenings, a truly record 
business was rolled up. 

Shoe departments were busy every- 
where. From the high school trade, 
retailers found the greater part of the 
demand for dressy types of footwear. 
Low heels continue popular, sales of 
these running about even with high 
heels, but the emphasis is always upon 
the dressy shoe. 

In women’s footwear, black suede 
remains the first choice. At this sea- 
son in the past, merchants have usual- 
ly noted an increase in the sale of 
calf. But this year’s demand for suede 
far outnumbers that for smooth 
leather. High fashion shops are em- 
phasizing the bracelet strap pump 
with a high riding collar concealing 
the back of the heel to connect with 
the strap. Variations of this basic idea 
have been featured successfully at 
Joseph’s, O'Connor & Goldberg, I. 
Miller and in the salons of several of 
the State Street stores. A _ recent 
novelty shown at Joseph’s was this 
type with double ankle strap, a shoe 
fashioned of metallic bronze or gun- 
metal kid with matching handbag. 
Extreme in styling, but extremely 
smart, it was seen worn at a number 
of fashionable gatherings, and proved 
a popular accessory to be worn with 
the newer skirt lengths. 

Although reptiles are considerably 
in demand, not every shop can get as 
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many as it would like. For the most 
part, these are wanted principally in 
brown. A scoop was achieved by 
Field’s Young Modern section when 
they offered cobras, lizards and even 
a few genuine alligators at $16.75. 
Many shops have done an outstand- 
ing job in the matched accessory 
theme by showing reptile shoes with 
bags and small leather wares to 
match. Florsheim continues to offer 
the greatest variety in these with many 
well-chosen small items like cigarette 
and match cases, umbrella covers, 
etc. Lytton’s also shows a wide variety 
in bags to tie up with their reptile 
shoes. This is also true of Hanan’s 
and O-G’s where many colors besides 
the stable blacks and browns are 
available. 
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FOR “HIGH RIDING” 


COMPARISON 


SPECIFY IT! 


DARLINGTON FABRICS CORPORATION + 350 FIFTH AVENUE, NEW YORK 1, NEW YORK 


Rep. J. M. Perkins & Co., 47 West 34th St., New York 1,N.¥. « ST. LOUIS: Fred A. Lyons = MILWAUKEE: Frank J. Kelly 
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Chicago had an unusually early 
opera season when the San Carlo pre- 
scnted its repertoire in early October. 
Although weil and fashionably at- 
tended, it had no reflection on the 
sale of formal evening slippers, shoe 
men commented, chiefly because it 
was too early in the buying season for 
gala clothes. 

* * * 


BLACK TOPS MIAMI 
SALES 


SHOE men throughout the Miami 
area and as far as Palm Beach are 
selling a lot of black. In suede, patent 
and calf, it is the black shoe that is 
most wanted now. Perhaps it would 
be more accurate to say that black is 
being offered in a better selection now 





than are colors, but IF more colors 
could be had, these are what women 
would buy, shoe men believe. But at 
this season of the year the merchants 
who specialize in high style footwear 
are holding back the newest and most 
colorful until after the first of. the 
year. Then will come the tourists and 
Winter visitors, ready to buy, first, the 
all-white shoe which is the founda- 
tion of a resort wardrobe, and, second, 
the latest colors and styles which, 
while worn here in January, will be 
accepted throughout the country in 
June. 

The ghillie may stage a comeback 
this year, according to some of the 
shoe men, and straps are to be im- 
portant. It is pointed out that straps 
are always more popular with the 
longer skirt because they point up a 
slim ankle. 

In Miami Beach at the I. Miller 
shop they are‘ doing well with an 
alligator-lizard model in red, brown 
or black. Other shops are offering 
reptiles at a wide price range which 
goes down to the low-priced chain 
store. 

Sculptured leather is also doing 
well. This gives a rich embossed look, 
particularly popular in the lower price 
lines. 

While black is still strong, there is 
some color being shown. Burdine’s is 
featuring smart cocoa brown, and 
Hartley’s is doing well with red calf. 
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A survey of many shops indicates that 
black suede is in the lead and right 
now the more somber colors of green, 
wine and brown are active. 

Platforms continue to be number 
one sellers. This is the modified plat- 
form, which goes well with the longer 
skirt and gives height to the wearer. 
One of the leading shops report that 
a full 40 per cent of all dress shoe 
sales recently have had modified 
medium platforms. 

In style it is the ankle strap that is 
very popular. Closed back, open toe 
models are leading, with a sling pump 
a good second. There is not much 
activity in the closed pump. 

In casual shoes gold kid is way out 
front and a leader. For afternoon or 
evening wear gold kid still ranks high. 

* * # 


PLATFORMS LEAD IN OMAHA 
DESPITE fashion’s dictum that the 


“new look” requires more closed-in 
shoes, shoe stores and departments in 
Omaha are selling more sling pumps 
and sandals with platform soles than 
any other type of shoe, even in the 
high-style salons. Two managers in 
department and specialty stores re- 
ported, however, that the new women’s 
styles are causing high heels to sell 
more easily. 

Black suede continues a favorite, 
but browns were termed very good by 
all buyers and department managers. 
One buyer said that the number of 
calls for closed-in shoes, ostensibly for 
wear with lower hemlines and new 
silhouettes, had increased in October. 
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Three smart styles with which to bait 
your hook, as shown by Hartley's in 


Miami, Fia. 


while another reported few calls for 
closed heels or toes. Most closed shoes 
were bought by the older women, the 
latter buyer stated, while the younger 
crowd is partial to platform soles and 
open toes and heels. 

The school crowd this Fall still 
wants casuals, oxfords and loafers, 
buyers said, and the new look hasn't 
made much difference with the Omaha 
college girls except for higher heels. 

Managers of shoe stores featuring 
medium and low-priced shoes de- 
clared that the demand is heavy for 
arch-type shoes, especially from the 
rural trade. Price resistance was said 
to be increasing by customers, and 
buyers agreed that if the high cost of 
living continues at present or higher 
levels for another six months, shoe 
sales, especially in men’s lines, may 
be curtailed considerably. Some buy- 
ers thought customers might drop 
down one bracket in the price paid 
for shoes, while others believed cus- 
tomers would tend more to wear their 
shoes longer, having them full-soled 
as well as half-soled. Sales of both 
men’s and women’s shoes were re- 
ported as much as 50 per cent above 
last year in some stores, while others 
reported men’s shoes down and 
women’s shoes 5 to 40 per cent over 
a year ago. 

The Nisley shoe store reported con- 
siderable activity in a pattern in black 





calf with d’Orsay topline, high heel 
and pin-point perforations. The new 
third floor shoe salon at Goldstein- 
Chapman had a leading seller in a 
double-bow d’Orsay sling pump in 
black suede at $12.95. Another popu- 
la1 number at Nisley was a V-throat, 
extension sole, mid-heel number in 
both brown and black calfskin. 

Considerable interest was reported 
in medium heel moccasin oxfords at 
Birkholtz’s Cantilever shoe store, while 
an off-center draped pump with plat- 
form sole was a leader at Kilpatrick’s 
second-floor salon. 

A well received number at Carman’s 
in October was a platform anklet, 
promoted for wear with longer hem- 
lines. Heels were high and heel and 
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GOOD TANNAGE COORDINATED WITH GOOD SHOEMAKING... 
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add Quality and Sales Appeal to Style No. 4124 
Biucher Moccasin with natural crepe sole and heel, 
made of Trostel's Antiquity Leather over the ETONIC 
Easton Last, with ETONIC Arch Fitting Features. 
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Albert Trostel & Sons Company « Milwaukee 
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RECORD SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manuspactecriing mi Markets 


Chicago 


BotH manufacturers and retailers in this Midwestern 
market are busy discussing at considerable length what the 
future holds for their business. What will be the economic 
status of the average householder within the next few 
months? Will basic food commodities continue to rise to 
the extent that they will even further curtail the purchas- 
ing power of the average pay check? 

That the spiral of ever-higher prices has made inroads 
in the activities of the shoe business is agreed by all. Dol- 
lar volume of shoe sales is largely satisfactory in Chicago. 
Pairage, of course, has dropped, although not alarmingly. 
In fact, there are some gores whose buyers have found that 
their pairage almost equals that of a year ago. They are 
naturally thankful, but not really hopeful that this con- 
dition will continue to exist. There are too many eco- 
nomic cards stacked against it. 

Will prices of shoes go higher? Will they remain the 
same? No one at this writing has the temerity even to ask 
whether or not they will be lower. However, if they go 
higher (and there have been indications from some manu- 
facturers that they must) retailers foresee a poor season 
ahead with all the headaches that go with a slackening in 
volume and heavy inventories. If prices remain largely 
the same, they will not be too troubled. even though present 
prices have not been enthusiastically received by the con- 
sumer. There are so many unpredictable elements in the 
shoe picture today that no one can come to any firm con- 
clusion. What is probably problem No. 1 is the price of 
hides. If Argentine hides should be placed on the open 
market, hide prices in the United States would drop per- 
ceptibly. This is a spectre which confronts every tanner 
in the country and so it is not surprising that tanneries 
are working on practically a hand-to-mouth basis, pre- 
paring only as many skins as the shoe manufacturers order. 
Thus, when the South American hides are available at 
lower prices, the tanner will be in a position to buy advan- 
tageously, thus starting a chain of lowered prices all along 
the line until it reaches the consumer in lower shoe prices. 
That is apparently the only eventuality leading to lowered 
prices which shoe men*can foresee at this time. 


Boston 


E ARLY reports received from the National Shoe Fair, just 
ended in Chicago, while admittedly fragmentary, tend to 
confirm the opinion recently expressed by trade observers 
that the current demand is centering largely on medium 
price lines. There was in Chicago, it is reliably reported, 
a much increased interest in shoes needed by the middle 
and low income groups and an even greater interest in 
shoes which can be made for quick delivery. This trend on 
the part of the buying public should benefit New England 
manufacturers. 
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Commenting on production statistics before leaving for 
Chicago, Maxwell Field, executive vice-president of the 
New England Shoe and Leather Association, pointed out 
that whereas production in this section was 9,834,000 pairs 
in July, as reported by the Bureau of the Census, he felt 
reasonably sure that August production was close to 12,- 
000,000. “The reversal in trend, which we are beginning 
to feel,” he said, “shows itself in a stronger resistance to 
high prices, building up daily. This reversal, furthermore, 
is reflected in expanding production in New England fac- 
tories since June, paralleling the expansion in shoe sales 
by chains and mail order houses.” 


New York 


W HAT with unit and even dollar volume off in the sale of 
high priced women’s shoes here, and initial returns from 
the National Shoe Fair in Chicago indicating that retailers 
are still leery of heavy inventories in the present inflationary 
market, manufacturers of the high grade women’s lines are 
rapidly cutting production to a realistic scale and resigning 
themselves to an exceedingly tough selling period ahead. 
Since volume in the high priced ranges of style shoes is 
to a large extent dependent on the willingness to buy of 
women in the medium and low income groups, manufac- 
turers of these shoes naturally feel the press on the con- 
sumer’s dollar before others, and must be more responsive 
te it. 

Demand from retailers continues to favor the open toe, 
as had been pretty generally predicted throughout the in- 
dustry here. Styling is centered on ankle-strap and vamp 
treatments, a neat and fashionable evasion of controversy. 

Christmas preparations by retailers are keeping the slip- 
per industry here in full manufacturing swing, and reports 
on early Fall slipper sales give evidence that the first real 
postwar slipper season will be a big one. 


St. Louis 


AS cost sheets on samples for Spring lines were being 
studied here in the period just preceding the Chicago Shoe 
Fair, the principal question still unanswered was price. 
Many predictions were circulated in the industry as to 
what manufacturers would do to meet the recent round of 
wage increases and higher materials costs, but from the 
consensus of executives queried in Boot anp SHoE Re- 
CORDER’s spot-check there was but one answer. Prices 
would have to go up. 

International Shoe Company, whose only previous whole- 
sale price increase this year occurred last January, an- 
nounced increases averaging 35 cents a pair on children’s 
shoes, 50 cents a pair on women’s shoes and 95 cents a pair 
on men’s dress shoes. International’s work shoe wholesale 
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AVAILABILITY STILL RESTRICTED 


Fasnion acceptance and distinctive quality sell fine 
footwear today. Both are assured when your shoes 
are made of Surpass Kid Leathers, Genuine Glazed 
Kid, Suede and Capre. For Surpass Leathefs are 
fashion right from the start, and the time-honored 
Surpass characteristics of Uniformity and Depend- 
wey impart S richness and beauty - instantly 
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ood Locations—Modern Units 


Basis of Shoe Firm’s Success 














Above: The children’s and grow- 
ing girls’ department in the eet 
ington store, located downstairs, is 
both attractive and businesslike. 


™ merchandising in shoes has placed Prillaman 


Brothers, operators of stores in Springfield, Blooming- 
ton and Champaign, IIl., to the front in their field. The 
stores, operated under the name Bootery in each loca- 
tion, specialize in nationally advertised shoe lines, are 
extremely modern, with everything pointed to the com- 
fort of the shoppers. This last item—important in 
Central Illinois where extremes of temperature char- 
acterize the year-round climatic conditions—has been 
given especial attention by the Prillamans. 

The Springfield Bootery, located at Fifth and Monroe 
Streets, is on that city’s busiest intersection. It is the 
principal bus transfer corner and leads downstate 
Illinois in both vehicle and foot traffic count. 

“Location means everything in the shoe business,” 
says John Prillaman, of the Springfield store. “Our 
experience in Springfield has certainly proved that. 
Not only is our store traffic increased by our corner 
location, but we have 84 feet of windows for display. 
With Fifth and Monroe known as the transfer corner, 
the importance of the window displays can be readily 
seen.” 

Incidentally, the Bootery is Springfield’s only family 
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The Three Prillaman Brothers, 
Operating Three Shoe Stores in 
Central Illinois, Have Found That 
Attractive Stores in Busy City 
Spots Offer Possibilities for Con- 
sistent Good Business. 


for delivering shoes ee the 
third floor stockroom. 






The women’s section in the Springfield store makes 
use of bleached mahogany woodwork, while up- 
holstery is of green leather. 


shoe store with a corner location. The windows are 
changed every few days and are departmentalized in 
the same manner as the store itself. The Prillamans 

have operated in Springfield for fourteen years. 
Recently, the Bootery, in anticipation of an increased 
trade from ex-servicemen, remodeled and enlarged its 
Men’s Den, which occupies one section of the first floor 
in the Springfield store. By re-arrangement of the 
stock shelves and moving the store offices to the third 
floor of the building, selling floor space was increased 
twenty-five per cent. The new Men’s Den is finished in 
[TURN TO PAGE 76, PLEASE] 
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Bowling Shoes Set Window Theme 





Wilkes-Barre, Pa.—Topical interest was developed in this 
Fall window of The Hub, here, by the photographs of local 
bowlers and bowling trophies displayed around the real 
focus, the bowling shoes. With the interest aroused, the 
window-gazer would find it hard to dismiss the other modei 
shoes. Louis Jacobs decorated the window and Thomas 
MacHale is manager of the shoe department. 





British Manufacturers Set Export Target 


Britis shoe manufacturers have been set an export 
target of £1,000,000 a month by the end of 1948. Exports 
during the first eight months of this year amounted to just 
over half this figure with the United States taking the small- 
est portion among important buying countries... Nonetheless, 
the industry in Britain is becoming more and more obsessed 
with the idea that vastly bigger exports to the U.S. are not 
only feasible but the one sure way of reaching the target. 
The reorganization, compulsory re-orientation or concentra- 
tion of the shoe and boot industry which is inevitable if ex- 
ports are to be increased to such an extent will therefore be 
closely linked to what are regarded the conditions which 
rule sales in the U.S. 


Men’s shoes will, no doubt, be expected to form the bulk 
of U.S. sales and of these again the high and medium quali- 
ties with a special emphasis on those types which are not 
made in any large quantities in the U.S. The idea is to 
capture a fraction of the American market for men’s shoes. 

There is now little chance that calfskin imports from the 
continent will be resumed for the present. More attention 
will be given to other quality leathers such as those made 
from South African hides. In order to make these quality 
leathers go as far as possible the present system by which 
all types of manufacturers—whether they are exporting or 
not—obtain an allocation of good leathers will probably be 
superseded to ensure that only the export trade is supplied. 

It is recognised that only if the American market is en- 
tered on a comparatively large scale can any headway be 
made. As the over-all volume of leather cannot be in- 
creased there is no other solution than to prevent large 
amounts of good leather from reaching the home market. 
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NUM P/NGRUACKS 


—aet wena LL 780- 
gOFT Shpes FOR HARD peak 


Die what the toddlers need. Jumping -Jacks’ unique 
patented sole feature keeps young ankles from turning in 
or out and gives gentle, friendly support to growing feet. 
Soft all-elk leather uppers conform to the contour of the 
child’s foot. Every seam in Jumping-Jacks is on the outside. 


Due to the ever increasing demand for Jumping-Jacks we 
have not been able to take care of any new accounts for 
some time nor have we been able to take care of the re- 
quirements of our established customers. 


We are happy to announce the opening of factory No. 2 at 
Monett, Mo., which will be in operation about October Ist. 
In addition to the new plant we are stepping up produc- 
tion in our present factory and look forward to the time 
when our production will enable us to give better deliveries 
to our present customers and take 
care of many fine new accounts 
that should be selling the shoes. 


VAISEY-BRISTOL SHOE CO. 


INCORPORATED 
625 SOUTH GOODMAN STREET 


ROCHESTER 7, N. 
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HAT’S what thousands of discrim- 
inating women from coast to coast 
say about these *nationally advertised 


shoes—and that’s why they ask 


them by name season after season. 
For 75 years The Krippendorf- 
Dittmann Co. has manufactured 
women’s quality shoes exclusively. 
This specialization has resulted in 


very special shoes, fairly priced. 


THE KRIPPENDORF-DITTMANN CO. 


Cincinnati, Ohio 


New York Showroom: 
Marbridge Building 


“Makers of women’s fine footwear 


since 1872” 


*Nationally advertised in Vogue, Ladies’ Home Journal, Good Housekeeping, 
Woman's Home Companion, Mademoiselle, The Grade Teacher, and The Instructor. 
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Good Locations— 
Modern Units 
[CONTINUED FROM PAGE 74] 


solid oak woodwork; the chairs are in 
maroon leather. About one-third of the 
total floor space is devoted to the Men’s 
Den. 

The completion of the Men’s Den fol- 
lowed previous remodeling of the wo- 
men’s section of the sales floor. In this 
section, bleached mahogany woodwork 
was used; the chairs are upholstered in 
green leather. 

Throughout the store recessed, 
shadow-box shoe displays are used. The 
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lights are of the cold cathode type in 
recessed fixtures. 

The children’s department and Co!- 
lege Shop in the Springfield store is 
downstairs. Recently, this section of 
the store was remodeled, increasing the 
sales space by approximately fifty per 
cent. John and Jim Prillaman—two- 
thirds of the Phillaman shoe selling 
team—manage the Springfield store. 

The Bloomington store, located at 
116 West Washington Street, has been 
owned and operated by the Prillaman 
Brothers since 1942. This store has 
also undergone recent modernization. 

Chief feature of the Bloomington 
store is the downstairs section, fitted up 


especially for children’s and growning 
girls’ shoes. This department features 
what is said to be the finest college shop 
in Central Ulinois. [linois Wesleyan 
University and Illinois State Normal 
University are located in the Blooming- 
ton-Normal community. Kar! Prillaman, 
third brother of the trio—manages the 
Bloomington BOOTERY. 

The Champaign store was acquired in 
1936 and is operated under the name 
of Spalding Bootery. The resident 
manager of this store is Don English. 
The store is located at 19 Main Street 

In all the stores, careful fitting is 
featured. Each store is completely air- 
conditioned to cope with the warm-humid 
Illinois Summer climate. 

With location and modernization 
playing an important part in the de- 
velopment of the Prillaman Brothers 
outlets, the brothers report that “it has 
become increasingly easy for them tv 
sell top-grade shoes. 

“Not only that,” adds John Prillaman, 
“but any number of nationally-adver- 
tised leaders have sought us to become 
their outlets in the three communities.” 

The Prillaman stores employ thirty 
persons, with fifteen of this number in 
the Springfield store. 





Recorder Associate Editor 
Writes on Shoe History 


CHICAGO—A press release from En- 
clopedia Brittanica announces that Es- 
telle G. Anderson, associate editor of 
Boot AND SHOE RECORDER, is one of 
the contributors to Britannica’s new 
four-volume history of the war decade, 
1937 through 1946, entitled Ten Event- 
ful years. Mrs. (Arthur D.) Anderson 
contributed the article on the shoe in- 
dustry. 

“Leading authorities throughout the 
world are listed among the authors of 
articles in the new publication,” says 
the announcement. “Among the 800 
contributors are 23 heads or former 
heads of nations, a cross-section of top 
Allied military leadership, and emi- 
nent scientists, statesmen, industrial- 
ists and scholars.” 

Ten Eventful Years is a record of the 
world events in the decade that wit- 
nessed active war, uneasy peace, and 
the beginnings of the atomic age. In 
a large part, according to Walter Yust, 
Britannica’s editor, it is a report by 
men and women who were active in 
shaping the events they describe. 

Because of the prominence of those 
contributing to the volumes, articles of 
opinion were encouraged, in the belief 
that such opinions are of themselves 
history. The single entry on World 
War II comprises 110,000 words, and 
is the work of 11 authors. Other arti- 
cles in the four volumes describe many 
side aspects of the war, at home and 
abroad, besides describing almost all 
aspects of human activity during the 
10 year span that Mr. Yust terms 
“perhaps the most significant in man’s 
history.” 
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Editorial Outlook 


[CONTINUED FROM PAGE 56] 


trade that follows the holiday season. People will by 
then have satisfied their immediate seasonal needs, at 
least large numbers of them will have done so. Food 
prices will be at an all time peak; fuel bills will be high; 
taxes will be coming due; many people will be figuring 
pretty closely to make ends meet. Some of them, no 
doubt, will cut down on shoe purchases. 

We don’t expect this slackening to last very long, or 
cut very deeply into dollar sales. Barring those unfore- 
seen developments that must always be reckoned with 
with the world in its present state, Spring business 
should be good. There has been talk of a recession in 
the first or second quarter of °48, but we don’t think 
any slowing we may get then will reach proportions to 
justify that term. But as Spring advances into Summer, 
we must take into account the fact that it will be an 
election year and there’s going to be a lot of confusion 
in the air. We can look for a good deal of pulling and 
hauling between the Administration and Congress, with 
each attempting to blame the other for what’s wrong, 
and claim credit for the fact that America is, relatively 
speaking, sitting on top of the world. If hot weather 
and the vacation season slowed up the shoe business in 
the Summer of 47, we can look for the added distrac- 
tions of a pretty perplexing political campaign in °48. 

But fortunately for us, political prognostication lies 
outside of our sphere. So we don’t have to stick our 
necks out on what’s going to happen next November— 
or afterward. 


Waist and Ankle: Fashion’s 
Newest Highlights 
[CONTINUED FROM PAGE 51] 


o1 embroidered buckles, which quite properly are again 
assuming style importance. This softened, ultra-femi- 
nine look is the high note of another of Balenciaga’s 
afternoon outfits, a short-sleeved black dress using a 
wide collar also of embroidery to emphasize the 
softened shoulders in a modified fichu effect. 

Lelong carries the eye straight to the ankles again 
in his black velvet dinner dress, its waist-deep décol- 
letage echoed by the movement of the sapphire scarf, 
which circles the waist and drops to the hem in the 
back. It is used to emphasize the longer back of the 
skirt, another eye-catching detail. He prefers the classic 
pump with this dress, using in this case a rounder toe 
than is generally seen but with the high slender heel 
which is one of the musts of the Paris collections. 


Dissolves Business 
Mancuester, N. H.—The J & P Shoe Store at 380 


Chestnut Street, this city, has gone out of business. 
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MORE RESILIENT 


OZITE is pliable . . . easy to 
handle. A lightweight, oll hair 
cushion that never packs down. 





MORE POROUS 


OZITE wears longer . . . holds its 


shape. Millions of tiny air spoces 
keep OZITE fresh and clean. 


BETTER INSULATOR SS 
OZITE platform felt will moke Ww 
friends with your customers . . . 
it keeps the weather on the ovt- 
side of the shoes. 


CUTS EASILY 


OZITE cuts without fuzzing . . . 
no frayed edges. Can be die cut 
on the clicker or dinker, or round- 
ed on the planet sole rounder. 













CEMENTS AND SEWS 
EASILY 
OZITE platform felt saves valu- 






able production time . . . it’s 
made to fabricate readily. 


© 


© COSTS LESS 


OZITE gives you a three-way 
profit . . . costs less per unit, 
saves production costs, brings you 
more satisfied customers. 
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AMERICAN HAIR 


& FELT COMPANY 


DEPT. F-711 «© MERCHANDISE MART + CHICAGO 54, ILL. 
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SIZE-UP 


WEEKLY OR DAILY 


FILL INS AT YOUR CONVENIENCE 
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Teak MARE 


by GERDA  & 
Nee NEW YORK 


ALL SMOOTH LEATHER 
CHILDREN'S SLIPPERS 


No. 402 
All Smooth Leather 
Bootee 
Hard Flexible 
Leather Soles 
Colors: Brown, Blue, 
Red 
Sizes: 5-8, 8!/2-12, 
12!/2-3. 
Regular half sizes. 


$1.90 





















No. 302 
All Smooth Leather 
Opera 
Hard Flexible 
Leather Soles 
Colors: Brown, Blue, 
Red 
Sizes: 5-8, 8!/,-12, 

12!,-3. 
Regular half sizes. 


$1.50 







Samples and Mats 
on Request 
Delivery at once F.O.B. N. Y. 
Variety and colors plus all leather construc- 
tion .. _— the combination to make your 
slipper rtment go over in a big way. 
A wonderful sales asset and a grand value. 
Order only your present needs NOW. 


Packed in our New Gerdakins Boxes 


Exhibiting—HOTEL STATLER, Detroit, Mich., November 2-5. 
WM. PENN HOTEL, Pittsburgh, Pa., Room 430, November 9-11. 


GERD FOOTWEAR 


COMPANY, INC. 


GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13. N. Y 
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Trade Concerned Over 


Price Rise 


[ CONTINUED FROM PAGE 47] 


the Fair in co-operation with members of the faculty of 
the School of Commerce of Northwestern University. 
The clinic staff was headed by Professor James R. Hawk- 
inson, chairman of the department of marketing of that 
school, and retailers were afforded an opportunity to 
discuss their problems privately and in strict confidence. 

An expense control and store management clinic was 
conducted Monday, Tuesday and Wednesday from 9:30 
A.M. until noon and from 2 until 4:30 P.M. in the lobby 
of the grand ballroom on the fourth floor of the Palmer 
House. 


Manufacturing and Markets 
[CONTINUED FROM PAGE 72] 


prices moved up on an average of 85 cents a pair, although 
this type of shoe was reduced in price in June. 

As the International announcement was made, many of 
the novelty shoe manufacturers also were contemplating 
increases, although at the time this is written, there have 
been no other formal announcements. Estimates of these 
price increases on women’s novelty shoes, however, ranged 
from 25 cents to 50 cents a pair wholesale and higher. 

None of the producers queried looked favorably upon in- 
creasing prices, but as many of them said, a new pricing 
policy was their only course of action. As to what effect 
the higher prices would have on production and demand, 
most were noncommittal. Those who did look into the 
crystal ball, however, said that they believed that unit 
volume would recede. Just how much, they did not esti- 
mate. Since a large portion of the industry, however, still 
is selling shoes on quota basis, because of a continued high 
demand, producers here feel that there will not be an im- 
mediate decline in demand. 


Shoe Man Has Extensive 
Footwear Collection 


| T isn’t necessary to travel thousands of miles to see what 
kind of footwear people are wearing today, or even as far 
back as 300 vears ago, in the far corners of the world. 

One needs only to call at the Morse Museum in Warren, 
N. H., to find one of the largest collections of footwear in 
the world, gathered by the museum’s founder, Ira H. Morse, 
owner of the I. H. Morse Shoe Corp., chain of retail shoe 
stores in various parts of New England. 

Although shoes are by no means all that have been col- 
lected by Mr. Morse, who is also a big game hunter with 
a number of expeditions to remote areas of the world to 
his credit, the footwear gets its full share of attention at 
the museum. The valuable collection contains more than 
800 pairs, many of which came directly from the feet of 
natives of India, China, Japan, Hawaii, Egypt, British East 
Africa, Belgian Congo and most of the islands of the Far 
East. 

[TURN TO PAGE 81, PLEASE] 
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Review of the 
Retail Trade 


[CONTINUED FROM PAGE 70] 


toe open with vamp cut out. Both 
brown and black suede were popular. 

J. L. Brandeis & Co. department 
store successfully promoted a number 
of styles in the second floor shoe salon, 
including a high heel sling pump with 
bow, in black, spruce green and 
blackberry wine; sling wedge sandals 
in black suede, silver and gold kid; 
high heel, open heel and toe anklets 
in both black and blue suede and gold 
and silver kid; high-heeled opera- 
type pumps in both black and brown 
and suede or calf; a_ high-heeled 
“side sweep” sandal in black suede, 
and a twin strap black suede with 
high heel, open back and closed toe. 

Well-known brands in men’s dress 
shoes were reported to be much in 
demand, with the Florsheim store un- 
able to supply demand, and Charles 
J. Assmann Co. indicating good ac- 
ceptance up to and including the 
$17.50 price. In general, custom toes 
were said to be most in demand, wing 
tips second, moccasin third and plain 
toe fourth. 





FALL BUSINESS GOOD 
IN SCRANTON 


F ALL business shows a good increase 
over Summer months, but pairage con- 
tinues well below the corresponding 
period of 1946 in stores in Scranton. 
Pa. Shoe buyers are accepting 
smaller sales volume as an indication 
that conditions are getting back to 
normal after the war years. 

Price resistance is present but 
spotty. One store can sell quality 
shoes more easily than popular-priced 
footwear, while another finds the re- 
verse true. 

Black far outsells the brighter 
colors, and brown is in good demand. 
Wine has a fair call, while green is 
an also-ran. One buyer estimates that 
suedes account for three out of four 
sales, with calf making up most of the 
balance. Grained calf and reptiles 
are relatively slow movers. 

The trend to closed toes is slow in 
making itself felt. Many customers 
insist on open shoes. Demand for 
platforms is reported fair in a medium- 
priced store and good in a quality 
store. 
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The Adrian “S 


in X-Ray shoe fitting equipment. 


New Catalog on Request —No Obligation. 


m. B. AORIAN & SONS 


CONF? AW Y 
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The Name Behind 
the “Special” 


The name Adrian on X-Ray shoe fitting equipment 
is your guarantee of satisfaction. 

ial” is the new, improved machine, designed 
by M. B. Adrian. This beautiful, efficient model has many 
advantages over the original machine, which he designed and 
built for the past thirty years. It is unquestionably the finest 


Originators of X-Ray Shoe Gilling 


2507 S$. HOWELL AVE 


MILWAUKEE 7, WIS. 







« 
: ' . 

The Adrian Special 
The Adrian’s low step (91/2”) e 


and recessed front make it 
easier and safer for everyone 
to use. 





The town also boasts numerous re- 
tired folk in both the upper and mid- 
dle income groups. Another mainstay 
of the local merchants are the people 
who make the valley their home but 
who work in Los Angeles—about 17 
miles from Van Nuys—and in nearby 
Hollywood. The dozen or so San Fer- 
nando Valley communities have also 
been very popular as residential areas 
for thousands of war veterans and 
their families. Indeed, the general tone 
of the valley is one of youth and vigor. 

All these people make Rabe’s their 
footwear headquarters. They are for 
the most part style-conscious, with a 
sprinkling of the very high-style 
minded. But there is nothing highbrow 
about them. Their annual footwear 
expenditures are high, and although 
they are interested primarily in qual- 
ity, they are not afraid to ask the 
price. Value is a prime requisite. 

The discriminating folk of Van Nuys 
prefer well-advertised branded lines. 
The fact that Rabe’s carries and con- 
stantly promotes only branded lines of 
footwear has been an important factor 
in his achieving a constantly growing 
business and in maintaining a high 
ratio of come-back patronge. 


Mr. Rabe consistently promotes 
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[CONTINUED FROM PAGE 53] 


these branded lines in his own adver- 
tising, in his windows, and in his in- 
terior displays. The leading brands he 
carries are exclusive with him in the 
town. 

He devotes a great deal of time to 
displays, and his windows are fresh 
and interesting. There are always 
styles that are bound to catch the at- 
tention of every member of the family. 
The windows are completely dressed 
every two weeks by a clever young 
display man. Shoes are grouped by 
brand name or frequently by style, color, 
and material. Attached to every pair 
of shoes is a placard bearing the man- 
ufacturer’s name and the price. 

Mr. Rabe and his salesforce, headed 
by star-fitter Elmer Bazo, have also 
achieved a reputation throughout the 
valley for their skillful fitting. They 
consider no foot difficult and they take 
particular delight in fitting so-called 
problem feet. A tenet of Mr. Rabe’s 
code is that he and his staff will not 
sell a customer a pair of shoes unless 
they are convinced that they fit to 
perfection. 

Mr. Rabe himself enjoys working at 
the fitting stool; he believes that it is 
a most important function of the shoe 
business. It is an immeasurable help 


Story of a Pioneer Shoe Merchant 


to him, he says, in keying his buying 
and his merchandising to the ever- 
changing needs and tastes and the ex- 
panding requirements of one of Ameri- 
ca’s fastest growing communities. 

“Earl Rabe is not only an outstand- 
ing merchant but also one of the most 
beloved personalities in the Valley,” is 
the way that one of his friends de- 
scribes the pioneer Van Nuys retailer. 
“He is admired for his close applica- 
tion to his business—which he obvi- 
ously loves—and for his genuine 
friendliness and interest in the people 
whom he serves.” 


Install Elaborate Shoe Salon 


ROCHESTER, N. H.—An elaborate new 
shoe salon is one of the features of the 
completely remodelled store of Feine- 
man Bros., 93-year-old firm operating 
this city’s oldest retail establishment. 

A new feature of the shoe department 
is an X-ray fitting machine, and other 
improvements include comfortable cush- 
ioned seats for patrons, which ocuppy a 
bright spot in the rear wing. 

The manager of the salon is Alie Roy, 
who has been connected with Feineman 
Bros. for 52 years. 
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Shoe Man Has Extensive 
Footwear Collection 


[CONTINUED FROM PAGE 78] 


The collection is all the more remarkable because it 
was assembled personally by a shoe man, Mr. Morse him- 
self, who invaded Sumatra, Java, Singapore, Malay States, 
Burma, Siam, Indo-China, several islands of the Philip- 
pines, Formosa, Korea, and went way above the Great Wall 
of Mongolia and Manchuria, as well as to South China, 
to find the specimens. 

Several of Mr. Morse’s specimens are very old, having 
been worn more than 300 years ago by the wife of King 
Sha Johan, builder of the Taj Mahal. They were given 
to the shoe dealer-collector by Rajah Nath Mullick, rich 


Calcutta merchant and great-great-great-grandson of Sha 


Johan. 

“As a shoe merchant,” Mr. Morse explains, “I am nat- 
urally interested in the shoes that people in other coun- 
tries wear. I started to collect shoes many years ago, but 
since the museum has been built I have gone at it with 
greater zeal than ever.” 


Prefers Actual Worn Shoes 


“This hobby of mine has been the cause of much incon- 
venience to those with whom I have traveled. I would 
hesitate to say how many times I have been ‘cussed out’ 
for holding up a whole party off on a jaunt somewhere 
while I haggled with a ragged villager for his shoes. I al- 
ways wanted the shoes that people had on, for then I was 
certain that those shoes were what the natives of that 
place wore. If I went into an up-to-date store I could get 
only Europeanized footwear. At native bazaars they sell 
so many things just for tourists that even there I could not 
be sure that I was buying the real thing. But surely, if I 
bought what was being worn by a real honest-to-goodness 
native, I could not go wrong.” 

In Johannesburg, South Africa, Mr. Morse related, he 
saw a “dignified and elegant” black officer, and glancing 
down at his feet, was amazed to see, not a neat leather shoe 
to correspond with his impressive uniform, but bare feet 
showing through a strange pair of sandals with soles which 
had a vaguely familiar look. It turned out that the native 
policeman’s shoes were made from an automobile tire. 

“Of course I wanted to buy the sandals at once,” Mr. 
Morse recalls, “but in spite of all I could say or offer he 
paid no more attention to me than if I were a rather 
bothersome mosquito buzzing around.” 

Among Mr. Morse’s prized collection is a pretty pair 
of shoes of mother of pearl and silver, given to him by the 
wife of Prince Vara Virakorn, a nephew of the King of 
Siam (now Thailand). 

Another speciman is a unique pair of shoes worn by 
a Swiss hornblower. These are made from two solid pieces 
of wood crudely carved out to fit his feet and fitted with 
cleats to aid in climbing mountains. 

Mr. Morse and his wife, who accompanies him on his 
big game hunts, are planning another jaunt this winter 
in Ceylon, and possibly in India, if the turmoil subsides 
there. 

Mr. Morse’s retail chain operates the New Idea Shoe 
Store in Manchester, N. H., and other establishments in 
Lowell, Springfield and New Bedford, in Massachusetts, 
and Portland, Lewiston and Waterville, in Maine. The 
stores are run by his son, Philip Morse, of Lowell, with a 
general manager. 
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MEN'S ALL LEATHER 





DELIVERY 


No. 312 Brown Kid Opera 

No. 313 Blue Kid 

No. 314 Wine Kid Operc 
Quarters, Hard 




















Also available No. 304— 
Boys’ Sizes 2-6, $2.35 


OTHER TYPES 
AND STYLES 
AVAILABLE 


SAMPLES AND 
MATS SHIPPED 
ON REQUEST 


No. 308 Blue and Wine 
Kid Combination 

No. 309 Brown and Brown 
Kid Combination 
Calfsted Lined, Hard 
Flexible Leather Soles 
Sizes: 6-12 $2 65 





No. 315 Brown Kid 
rett 

Leother Quarters, Hoard 

Flexible Leather Soles 

Sizes: 6-12 $3.00 


Your customers will be con- 
firmed comfort lovers when 
they slip into a pair of these 
smartly styled all-leather 
slippers. Gerda offers these up-to-the-minute values and 
many others, moderately priced to fit his budget and in- 
crease your sales. Packed in attractive GERDA boxes. 


EXHIBITING: HOTEL STATLER, Detroit, Mich., November 2-5 
—WM. PENN HOTEL, Pittsburgh, Pa., Room 430, November 9-!! 


GERD FOOTWEAR 


COMPANY, INC. 


GERDAGRAM FOR EXPORT 


158 DUANE STREET, NEW YORK 13, N. Y. 
















CLEAR PLASTIC! 


PRICE LIST 
Gar Gall .ccccccscecsess $ 1.25 ea Small 
1 dozen pr............- 15.00 doz Large 
3 dozen pr............. 13.50 doz 
4 dozen pr........ .. 12.00 doz 


[-] t doz. small @ 15.00 
[] 1 doz. large @ 15.00 
[] SEND........... PAIR @ $1.25 PER PAIR. 


containing 60 illustrations of modern fixtures. 


Firm Name___ - ee 
a 


City. 


THE “INVISIBLE” SHOE FORM! 
FITS EITHER SHOE. 
MAIL THIS CONVENIENT ORDER BLANK TODAY! 


3 doz. large @ 13.50 [7 4 doz. large @ 12.00 
[] LARGE 
0 Please send, without obligation, your catalog ‘‘Modern Design on Display” 


PRIMEX 








SIZES 
..++..-4Y2-5 Shoes 
AREY: 5¥2-6 Shoes 


Trade Mark Registered* 


[ SMALL 


finest shoe fitter. 





‘“ 


ROGER KENT COMPANY. 








PRIA 


an important feature of the 
new and better 


Your new primex 
SHOE FITTER requires 
the minimum of valu- 
able floor space... yet its 
smart, modern styling 
adds much in appearance. 
Actually, PRIMEX cabinets 
occupy but the space of two 
fitting chairs back to back. 
Just one more reason why re- 
tailers everywhere are sing- 
ling out PRIMEX as America’s 


For full particulars write 





































EQUIPMENT CO. 
135 Se. LaSalle St. 
Chicage 3, ill. 
Dept. B-11 





Department 


Francis Perry who is also responsible 
for stock and supervisor in charge of 
checking fit. These two men, plus 
Ralph Boyington, in charge of the unit 
control system, constitute the execu- 
tive personnel of the two shoe de- 
partments. 

As a matter of fact, the training 
program starts by training the trainer 
who is warned that “the personal 
manner of the trainer is most impor- 
tant” and that “a new employee is 
deeply impressed by the events of the 
first days at work, and during this period 
her attitude towards the job is formed. 
She will remember, gratefully, your 
understanding, patience and real inter- 
est in her development.” Furthermore, 
the trainer learns that “training con- 
sists of more than just telling a list of 
facts. It is a combination of telling, 
showing and demonstration. After the 
demonstration, the worker should then 
be given a chance to try it by herself, 
or to explain how she would use the 
information. She should then be re- 
taught, where necessary, and allowed 
to try it again. If the worker hasn’t 
learned, the teacher hasn’t taught.” 

Because the Stearns policy calls for 
thoroughness, the training period is 
extended over several days. On the 
first day, for instance, it is considered 
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Stresses Service 


[CONTINUED FROM PAGE 60] 


sufficient to see that the trainee is in- 
troduced to her fellow employees; that 
she learn how to make out a sales slip, 
and become familiar with the stock and 
its arrangement. Subsequent days are 
devoted to instructing her in the use 
of fitting devices, in demonstrating 
how to put a shoe on the customer’s 
foot, what to look for in determining 
whether the proper size has been se- 
lected, familiarizing her with shoe 
terminology, and teaching her some of 
the finer points which determine the 
kind and quality of leather and the 
durability of the shoe. 


In actual selling, saleswomen are 
required to greet both mother and 
child with a friendly smile, seat them 
both, remove both of the child’s shoes, 
examine them for places of greatest 
wear, measure both feet accurately, both 
without weight and standing up, select 
shoes in the stockroom, soften coun- 
ters, flex soles, and examine the insides 
of both shoes to make sure no irregu- 
larities are there. Returning to the 
customer with the shoes, both are tried 
on, emphasizing style and appearance 
to the child, and durability and fit to 
the mother. An X-ray machine is used 
for a double check and to make sure 
that there is plenty of room for 
growth. 





to Children 


Stearns employees are asked to make 
their goodbyes personal. They thank 
both mother and child, call the child 
by name and hand the wrapped pack- 
age, not to the mother, but to the ob- 
viously delighted small daughter. “Chil- 
dren,” say the instructions to the staff, 
“like to carry their own packages.” 

There are children of different ages, 
however, and the Stride-Rite line 
around which the department’s busi- 
ness is built, provides a comprehensive 
run of sizes which includes a special 
3%-to-9 run for teen-age growing girls. 

In handling this teen-age group, it 
has been discovered that the older 
sisters, many of them at least, feel 
uncomfortable to the point of humilia- 
tion while being fitted in a seat adja- 
cent to one occupied by a much younger 
child. So the Stearns children’s de- 
partment has “floaters” — unoccupied 
saleswomen who make it a point to re- 
route these older girls to the adjoining 
women’s department. There they are 
fitted in an adult environment—a prac- 
tice which certainly does nothing to 
prejudice them against the store and 
is a positive aid in getting them to ac- 
cept lasts which are more suitable to 
the still growing foot than are those 
over which many women’s shoes are 
made. 
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TENNIS SHOES 


A 


CHILDREN 


Witn heavy duck uppers, 
large heavy, pull proof non- 
rust eyelets and washers. 
Genuine Leather Insole with 
Arch Feateres. Sport cushion 
sponge heel. Reinforced toe 
guard, ankle patch, two-tone 
foxing, heavy ribbed tip, 
crepe type non-marking 
heavy outsole. 


Baw Gea eee eae ee Ce ee re 


ENDICOTT JOHNSON SHOE CORP. 
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Siege ecccce eee 


AT THE TOP-LINE 
— WITH 


® TAYLORED-TOP 
- BINDING 


Firm ae comfortable - - 


LO 
oa Taylored-Top Bindin 
fitting of the top-line - -- and prevents 


. supporting 
g assures the 


gaping. 
often depends on 


Consumer loyalty 
pine fitting - -- run 


trim, permanent to 
_ be certain of style-plus- 


no risks - - 
. use Taylored-Top 


fitting success - - 
other reinforcement is 


Binding - - - 2° 
needed. 























TAYLORED-TOP BINDING 


is made under US. Patent No. 
2,266,588, issued to Thomas Taylor 
& Sons, Inc.. of Hudson, Mass. on 


Dec. 6, 1941. 

































@ Your Taylored-Top Binding will 
be custom-dyed to your order, in 
plant. Send samples 


our own dye : 
abric and we THOMAS TAYLOR & SONS, INC. 


\ of your leather or ! 
Hudson, Mass. 


will match them. 
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oe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


International Leads New Price Rise Trend 





All Lines Increased As of October 20th Because of Skyrocketing 
Raw Material Costs. Upward Spiral of Calfskin Seen 
Baffling Shoe Manufacturers 


St. Louis, Mo.—An increase in 
wholesale prices ranging from an aver- 
age of 35 cents a pair on children’s 
to an average of 95 cents a pair on 
men’s shoes was announced here re- 
cently by the International Shoe Co. 
These were the first increases put into 
effect by International since January, 
and resulted, the company stated, from 
increased cost of cattle hides and calf 
skins. 

These principal raw materials, an 
International spokesman said, had in- 
creased from 50 to 75 percent between 
the lowest point early this year and 
October 15. The increases became ef- 
fective October 20, and apply to sales 
by the firm’s general line branches 
after that date. Thus the new prices 
will not be reflected in the cost of foot- 
wear reaching the retail market until 
about Jan.1 International emphasized 
that the new policy would not embrace 
the “escalator clause,” under which 
orders are accepted subject to possible 
additional advances. 

The increases average 35 cents a pair 
on children’s shoes, 50 cents a pair 
on women’s shoes and 95 cents a pair 
on men’s dress shoes. Work shoes 
made by International, which were re- 
duced in June, have been increased an 
average of 85 cents a pair. 

Under the new prices, the Vitality 
and Queen Quality lines, which for- 
merly retailed at $9.95, will have three 
prices, based on grades of leathers used 
in their construction, of $10.95, $11.95 
and $12.95. Winthrop men’s shoes, 
which formerly ranged from the $8 to 


$14 bracket, retail, will be offered in 
the $9 to $16 bracket, retail, under 
the new price policy. 

“When the company last August an- 
nounced its decision to maintain prices 
for the balance of this Autumn sea- 
son,” the company spokesman con- 
tinued, “we pointed out the obvious 
fact that if the level of raw material 
costs existing then should continue, 
shoe prices necessarily would be higher. 
Contrary to our hopes, raw material 
costs, instead of becoming lower, have 
imereased and are now higher than at 
any time in the past twelve months.” 


Fear Higher Calf 
Leather Prices in Future 


Cuicaco, Itt.—In the face of ad- 
vancing calfskin prices, some tanners 
in the Midwest are talking about $1.50 
calf leather. And, with calfskins al- 
ready offered at $1.00, and as high as 
95 cents paid, $1.50 per foot for calf 
leather may not be quite as fabulous 
as it sounds upon first hearing it. 

Upward revisions on leather prices 
don’t stop there. Sole, side, patent, 
sheep, and practically all other types 
of leather have shown price increases 
of from 2 to 7 cents per foot or pound, 
as the case may be, during the past 30 
days. The same goes for most leather 
splits. All this skyrocketing of leather 
prices is traceable back to rawstock ad- 
vances, tanners point out. Whatever 
the case may be, this “higher, higher, 
higher” price picture is most baffling 

[TURN TO PAGE 87, PLEASE] 





AFL, Non-Union Shoe Workers 
Get Pay Increase in St. Louis 


St. Lours—Another large group of 
St. Louis area shoe workers, approxi- 
mately 13,500, were granted wage in- 
ereases here recently, following by 
about a fortnight the pay increases 
granted October 1. 

About 8,500 AFL Boot and Shoe 
Workers Union members received wage 
increases of 3 cents an hour from In- 
ternational Shoe Co., and approximate- 
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ly 5,000 members of the same union 
employed by the Brown Shoe Co. have 
reached an agreement with the lat- 
ter firm for a similar pay hike. 

The new wages were estimated by 
management representatives of the 
two manufacturers and union leaders 
as ranging from 65 cents to about $1.60 
an hour for most of the workers. In- 
ternational plants affected include those 
in Missouri, [linois and Kentucky 
while Brown shoe workers affected are 

[TURN TO PAGE 87, PLEASE] 


Speakers for MASRA January 
Convention and Show Revealed 


PHILADELPHIA.—“The 34th Annual 
Convention and Shoe Mart which will 
be held Jan. 25, 26, and 27, 1948, at 
the Benjamin Franklin Hotel, Phila- 
delphia, will be the most successful 
show ever presented by this associa- 
tion,” stated Stanley E. Berger, presi- 
dent, at a M.A.S.R.A. board of direc- 
tors meeting last month. 

“There will be many additional ex- 
hibitors besides those who have dis- 
played annually from 5 to 30 years,” 
Mr. Berger said. “A large increase 
in general attendance has been indi- 
cated. The ratio of manufacturers and 
wholesalers will figure on a 50-50 basis 
in the percentage of display space 
which represents a much larger mea- 
sure of manufacturers than heretofore. 
This will be the first time that hosiery 
exhibitors, handbags as well as other 
allies of the shoe industry will be amply 
exhibited. Prominent speakers were 
selected for the Monday, Jan. 25, noon 
luncheon who will say things of special 
interest to all shoe retailers.” 

“Irving Glass, executive vice-presi- 
dent of the Tanners’ Council of 
America. will be the principal speaker, 
He will be followed by L. E. Langston, 
executive vice-president of the National 
Shoe Retailers Association, and W. W. 
Stephenson, executive vice-president, 
and Harold R. Quimby, secretary, re- 
spectively, of the National Shoe Manv- 
facturers Association.” 

On the question of price, the con- 
sensus of opinion at the meeting was 
that as no immediate solution of the 
price situation is expected, the best 
thing for the retailer is to keep his 
inventories clean and at a minimum. 

A plan was presented and ratified to 
hold a Fall shoe show on June 12, 13, 
14 and 15 in Philadelphia. A need for 
this event is felt by manufacturers, 
wholesalers, and retailers in view of 
the fact that buying interest is stimu- 
lated by the necessity for close inven- 
tories. Further plans will be worked 
on by members of the board in the 
future. 

Members of the board of directors 
who were present at this meeting are: 
Stanley Berger, Paul S. Lippincott, Jr., 
Jerry Lutsky, I. C. Smashey, Cal. J. 
Mensch, John Storch, Reuben Gordon, 
Franklin Zusi, Harry Snayberger, 
Murray S. Rolfe, and Sidney Horowitz. 








Twenty-third National 
Foot Health Week Planned 


ROcCKLAND, Mass.—The 23rd annual 
National Foot Health Week will be held 
May 22 to 29, 1948, and as in former 
years the week will have the cooperation 
of the National Shoe Retailers Associa- 
tion and the National Shoe Manufac- 
turers Association, it has been an- 
nounced by Dr. Joseph Lelyveld, chair- 
man of the National Foot Health Coun- 
cil and founder of National Foot Health 
Week. Also cooperating are podiatrists, 
chiropodists, and orthopedists through- 
out the nation. 

The Nationa! Foot Health Council is 
planning a series of attractive window 
displays which will be made available 
to shoe retailers, emphasizing the 
importance of footwear to health, Dr. 
Lelyveld said. The council emphasizes 
the necesssity of a complete shoe ward- 
robe for well dressed adults, and that 
shoes correctly fitted and kept in good 
condition give the feet the proper sup- 
port essential to foot balance and good 
posture. 

During the 23rd National Foot Health 
Week to be sponsored by the National 
Foot Health Council, essay and poster 
contests will be featured by school 
English, health, and art departments. 
The council’s work with school and par- 
ent-teachers groups to prevent the use 
of outgrown shoes by children, to assure 
that the foot is given adequate protec- 
tion while it is undergoing progressive 
structural changes in growth, is well 
known. 

Response to the advance announce- 
ments for the next Foot Heaith Week 
has been received from schols, podia- 
trists, chiropodists, nurses, and public 
health departments from all over the 
nation. The tie-in of shoe manufac- 
turers and retailers will be a tribute 
to the industry’s interest and continuous 
cooperation to encourage better foot 
care in all walks of life, Dr. Lelyveld 
asserted. 


Constructing Headquarters 
For Butler Shoe Stores 


ATLANTA, GA. Announcement is 
made by the Butler Shoe Stores that its 
executive and general offices, as well as 
warehouses, will be housed early next 
Spring in a new $400,000 building, now 
under construction at the Northwest 
corner of Spring and Fifth Streets. 

The L. B. Jackson Company, of Ashe- 
ville, N. C., is erecting the large two- 
story structure, of modern design, on 
Spring and Fifth. It will contain 68,000 
square feet of floor space. 

President D. L. Slann says the Butler 
organization expects to occupy the en- 
tire second floor and part of the first 
floor of the building. 

He added that this large investment 
and permanent home for Butler Shoes 
indicated the confidence his company 
had in the future of Atlanta and the 
Southeast. Butler Shoe Stores moved 
its headquarters to Atlanta 10 years 
ago, and now operates stores from 
Virginia to Florida and as far West as 
Texas. 


Temporary Shoe 
Salon Opened 


St. PETERSBURG, FLa. — Opening of 
Maas Shoe Salon, in temporary quarters 
at 353 Central Avenue, as a forerunner 
to the Maas department store now un- 
der construction, was announced of- 
ficially last month. 

The Salon is under the management 
of Ed Sanders, Jr. Women’s styles are 
teatured exclusively. 

Decorated in bright colors, with forest 
green, lighter green, reds and yellows 
playing a prominent part, the tempo- 
rary home of the Maas Salon follows an 
ultra decorative scheme. Indirect light- 
ing fixtures and spotlight shadow boxes 
feature the front of the establishment. 

Upon completion of the new Maas 
Building the Shoe Salon will be moved 
into its permanent quarters 





Dean of Shoe Retailers Marks 87th Year 





Shown enjoying the celebration of hls 87th birthday, {see October 15th issue of 
BOOT AND SHOE RECORDER) at a luncheon party at the Monte Carlo here, is 
Joha Slater, well-known as dean of American shoe retailers. On left is Lee Langs- 
ton, executive vice-president of the National Shoe Retailers’ Association; at right is 


L. J. Horan, president of J & J Slater. 
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Dates to Remember 


Apparel Show, Ak-Sar-Ben Men's Ap- 
porel Club, Inc., Paxton Hotel, 
Omaha, Nebraska. 

November |, 2, 3, 4, 

Shoe Show, Northwestern National Shoe 
Travelers Association, St. Paul Hotel, 
St. Paul, Minnesota. 

November |, 2, 3, 4, 

Spring Shoe Show, Central States Shoe 
Travelers, Muehlbach and Phillips 
Hotels, Kansas City, Mo. 

November 2, 3, 4, 

Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. 

November 2, 3, 4, 

Advance Spring Shoe and Accessory 
Show, Southeastern Shoe Travelers, 
Inc., Sheraton Bon Air Hotel, Au- 
gusta, Ga. November 2, 3, 4, 5, 

Annual Convention and Shew, Texas- 
Southwest Shoe Retailers Association, 

November 2, 3, 4, 5, 

Michigan Annual Shoe Fair, Michigan 
Shoe Travelers’ Club, Hotel Statler, 
Detroit, Mich. November 2, 3, 4, 5, 

Main Spring Opening, Guild of Better 
Shoe Manufacturers, In Members’ 
Showrooms, New York City. 

Week of November 3, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 

November 8, 9, 10, 11, 1947 

Spring Shoe Show, Indiana Shoe Trav- 
elers' Association, Severin Hotel, In- 
dianapolis, Ind. November 9, 10, II, 

Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, la. November 9, 10, I1, 

Spring Style Shoe Show, Southwestern 
Shoe Travelers Association, Adolphus 
and Boker Hotels, Dallas, Texas. 

November 10, I1, '2, 13, 

Spring Style Showing, Midwestern Shoe 

Travelers, Paxton Hotel, Omaha, Neb. 
November 15, 16, 17, 18, 

Shoe Show, Tri-State Travelers, Hotel 
Statler, Buffalo, N. Y. 

November 16, 17, 

Spring Showing, Associated Shoe Trav- 
elers, Hotel Wi in, Milwaukee, 
Wisc. November 16, 17, 18, 

Ohio Shoe Travelers Annual Spring 
Showing, Hotel Gibson, Cincinnati, 
Ohio. November 16, 17, 18, 19, 

New England Shoe Market Week, New 
England Shoe and Leather Associo- 
tion, Hotels Statler and Copley- 
Plaza, Boston. 

November 17, 18, 19, 20, 

Parker House Shoe Show, Boston Shoe 
Travelers Association, Boston. 

November 17, 18, 19 20, 2}, 

Shoe Show, West Coast Shoe Travelers 
Associates, Haas Building, Hotels 
Biltmore and Lankershim, Los An- 
geles, Cal. November 23, 24, 25, 26 

Monthly Shoe Show, Shoe Travelers 
Association of Chicago, Morrison 
Hotel, Chicago, Ill. 

November 24, 25, 26, 
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Shoe Man Named 
To F.S.R.A. 


TALLAHASSEE, FLA.—Ned Miller, of 
Miller’s Bootery, has been named vice- 
president of the Florida State Retailers 


Association. 


Boot and Shoe Recorder 

















Asserts Full Value Of 
Shoes Not Realized 


New York—Irving Glass, executive 
vice-president of the Tanners’ Council 
of America, was the speaker at a recent 
dinner-meeting of the New York Asso- 
ciation of Younger Shoe Men. 

In the course of a discussion on the 
position and future of the shoe indus- 
try, Mr. Glass emphasized the impor- 
tance of educating the public to the 
full value of a pair of shoes, particu- 
larly in relation to values of other basic 
commodities. He said that the com- 
ponent parts of the industry itself were 
not sufficiently alive to the values im- 
plicit in their product, an attitude re- 
sulting in part from a long period dur- 
ing the ’30s when shoes were consis- 
tently under-priced. 

Mr. Glass said the future hide mar- 
ket was unpredictable and the continu- 
ing high prices of the present one 
incomprehensible. 

The Association members are young 
shoe men dedicated to the perpetuation 
of New York as the center of high 
fashion in shoes. 


Opens Family Store 


Los ANGELES—Max Shapiro has open- 
ed his new family shoe store on Whit- 
tier Blvd., Los Angeles, Calif. Under 
the name of Maxwell’s, the store will 
carry nationally branded footwear. 

Mr. Shapiro, who has been in the re- 
tail shoe business for the past 23 years, 
is planning to open a second unit in 
Monterey Park, Calif. 


AFL, Non-Union Shoe Workers 
Get Pay Increase in St. Louis 


[CONTINUED FROM PAGE 85] 
employed in factories in Missouri, 
Illinois and Tennessee. 

Retroactive to October 6, the wage 
increase is similar to that made two 
weeks previously between International 
and its CIO employees, providing for 
general wage rates fixed for quarterly 
periods on the basis of the govern- 
ment’s consumers’ price index. Flex- 
ible, the agreements allow for in- 
creases up to a total of 12 cents an 
hour to be in line with cost of living 
increases. 

Both companies also stated the in- 
creases would be given to several thou- 
sand workers in factories not affiliated 
with the unions. 


International Leads New 
Price Rise Trend 
[CONTINUED FROM PAGE 85] 


to shoe manufacturers who hardly knew 
what prices to put on tags at the Na- 
tional Shoe Fair in Chicago on October 
27-30, and many of them still don’t. 
One shoe manufacturer put it this 
way to a representative of THE Boor 
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AND SHOE RECORDER: “Did you ever 
look into a kaleidoscope and turn it. 
The loose pieces of colored glass con- 
stantly changed to show symmetrical 
forms. You never knew just what you 
were going to see next. Well, that’s 
the way the shoe manufacturer feels 
about all this boosting of prices. If 
any of them believe in crystal-gazing, 
now’s the time to try it. Right now, 
it appears about as good a method as 
any to determine what the future holds 
in the way of stability. There is one 
consolation—when Argentine hides be- 
gin to hit our shores they may pull 
the price of domestic hides down, and 


2\/ Che’ 
SOMETHING TO 


THAT MOUSE 


leather with them.” 

It begins to look like the prices of 
spring shoes will be higher than antici- 
pated, unless something unforeseen 
steps in to bring an about-face to pre- 
sent price-climbing. 

Most shoe manufacturers are “play- 
ing their cards close to the vest.” Buy- 
ing is being done only to provide neces- 
sary replacements, and most commit- 
ments are for 30 days, and seldom over 
45 days. Tanners sometimes report 
that shoe manufacturers demand almost 
instantaneous shoe shipments. In a 
nutshell, no one wants to get left “hold- 
ing the bag.” 

















The Wifners of the Season 
IN STOCK 


75 Genuine Compo Construction 


net All Full Breasted Heels 


Black — Brown — Blue Suede 
Black & Brown Genuine Calf 


Sizes N 51, to 9 
M3 to 9 


SHANE SHOE CO. 


76 READE ST., NEW YORK 7, N. Y. 
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Establishes Shoe Store 
In College Town 


BouLper, CoLo.— Harry C. Guthrie, 
who has had more than 20 years’ ex- 
perience in the shoe business, has open- 
ed the Shoe Box, at 1311 College avenue, 
in this rapidly-expanding college town. 
Fall enrollment at the University of 
Colorado is the largest in history—near- 
ly 9000. 

Mr. Guthrie learned the shoe business 
in Coffeyville, Kan. Later he went to 
Kansas City with the H. C. Wolf Corpo- 
ration, where he won promotion to as- 
sistant to the general manager, and was 
later transferred to the home office in 
Columbus, Ohio, as manager of National 
Shoes, Inc. 

The store will carry popular, high- 
grade lines of shoes for men, women and 
children. 


New England Manufacturers 
Exhibit at Market Week 


Boston, MAss. — “Virtually all of 
New England’s leading shoe manufac- 
turers, as well as companies in the 
allied trades, will exhibit their Spring 





MAXWELL FIELD 


lines at the New England Shoe Market 
Week, November 17-29,” according to 
Maxwell Field, show manager and ex- 
ecutive vice-president of the New En- 
gland Shoe and Leather Association, 
sponsors of this industry-wide show. 

“Men’s shoe producers exhibiting at 
the Hotel Statler,” he said, “include 
Great Northern and Sundial Divisions 
of the International Shoe Company, 
Douglas, Joseph M. Herman, Worcester, 
Corcoran, A. Freedman, John Foote, 
Givren, Porter, Medwed and Saco-Moc 
shoe companies. Higher grade lines will 
be shown at the Parker House by Geo. 
E. Keith, E. T. Wright, Brockton Co- 
Operative, Bass, Knipe Bros., M. A. 
Packard, and E. E. Taylor shoe com- 
panies. Other men’s manufacturers, 
including Plymouth, Frye, Hill Bros., 
among others, will show their lines in 
their own sales offices on Lincoln street 
in Boston. 

“Major women’s shoe exhibitors,” 
continued Mr. Field, “at the Hotel 
Statler will include Lown, Penobscot, 
Jay, B. E. Cole, Cushman, Wiley-Bick- 
ford-Sweet, Holtz, Milton, 


Lawson, Headway and over a hundred 
more companies. 
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Foot Delight and Barbara Gay shoes, 
Sandler of Boston, B. A. Corbin, Dainty 
Maid, and Elbee Shoe Companies. 


“New England’s largest volume shoe 


manufacturers, such as Consolidated 
National, H. O. Rondeau, Kesslen, Clark, 


Harvard, Dartmouth, Radcliffe 


and 


Maybury plants, Dover, Derman, Bour- 
que, Holly, Walton, and other companies 
will meet their buyers in their Boston 
sales offices.” 


“This practice is being followed at the 


request of our Association,” Mr. Field 
explained, “in order to provide exhibit 
rooms for non-New England companies 
at this national show. Actually, over 
one hundred exhibitors and several hun- 
dred lines of Spring shoes will be shown 
by outstanding manufacturers located 
in New York, Pennsylvania, Virginia, 


Ohio and Missouri. 


“This coming New England Shoe 





Sibulkin, 
Hannahsons, Maine, Bradley, Patrician, 


Leading exhibitors at 
the Parker House will include Salvage, 


Market Week beginning November 17 
will, from all present indications, be 
one of the largest and most important 
ever conducted by our association in the 
past 29 years.” 
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YOU CAN'T BEAT THESE VALUES! 







Order now while stock is complete. 
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Felt Slippers with Genuine Soft Leather Soles —55¢ to 80¢ 


Want a hot-selling item for Christmas sales? 
Feature these Powell and Campbell Genuine Soft Leather 
Soled felt slippers at our sacrifice-to-you prices. 


NUMBER TYPE SIZE COLORS PRICE 

125 Ladies’ Felts 5-9 Oxford-brown, Navy, 
Wine, Red, Copen. 65¢ pr. 

453 Ladies’ Felts, 6-11 Oxford-brown, Wine, 
self collar Navy, Red, Copen. 70¢ pr. 

600 Men's Felts 6-11 Oxford-brown, Wine, 
Novy. 70¢ pr. 

563 Men‘s Felts, 6-11 Oxford-brown, Wine, 
self collar Novy. 80¢ pr. 

405 Boys’ Felts 146 Oxford-brown, Wine, 
Novy. 65¢ pr. 
370 Child's Bootie 3-8 Copen, Red, Wine. 55¢ pr. 
3708 Child's Bootie 6-2 Copen, Red, Wine.  65¢ pr. 
2521 Child’s Everett6é-2 Copen, Red, Wine.  65¢ pr. 


Shown: Ladies’ Felts, style No. 125; Men's and Boys’ 
Felt, style No. 600 


MANUFACTURING WHOLESALERS OF SHOES AND SLIPPERS 


Corner of Church St. «+ New York «+ 122-124 Duane St. 
Established 1879 © Phones: WOrth 2-5425-5447 


New Salon Has Snel Accessory Sales 





Showing the salon of Arthur Schwartz and Al Goodman, a leased department 
of Jean's, in Raleigh, N. C. Dramatic in appointment, with towering theatrical 
drapes and contrasting seat covering, the salon is considered one of the most 
—— in the state. Emphasis on accessories is indicated by the display counter 
a . 


RALEIGH, N. C.—Coordinated acces- 
sories, bags, hosiery, belts, and gloves, 
are the strongest selling feature of the 
Arthur Schwartz and Al Goodman shoe 
salon in Raleigh. These matching acces- 
sories account for 20 per cent of total 
sales, a proportion which is believed to 
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be some sort of a record for this type 
of merchandising operation. 

Featuring four high grade lines, the 
Schwartz-Goodman store opened in 
Raleigh in mid-January, as a special 
leased division of Jean’s, dealer in fine 
clothing for women. At the time of the 


opening, announcements were made in a 
special 5-page section of the local morn- 
ing paper. Schwartz-Goodman at Jean’s 
was immediately fixed in mind as the 
outstanding quality shoe sales center for 
all Carolina and the Southeast. 

In structure and appointments, the 
salon literally outdoes the fine new store 
of which it is a part. With the finest in 
air-conditioning, and the most luxurious 
of setting, the salon addresses itself to 
the most discriminating of tastes. The 
stock shelves are completely concealed 
from the public, which sees only the 
comfortable chairs, the rich drapery, 
the mirrored intervals, and the sharply 
etched figures in the darkened back- 
ground of walls. The chartreuse hang- 
ings go from high ceiling to floor, as 
do the interspaced mirrors. Deep-piled 
rugs and salon furniture complete the 
picture of comfort and relaxation. 

Sales promotion is developed under a 
well coordinated system of perscnnel 
and advertising. Salespeople are care- 
fully trained in the latest fashions, espe- 
cially as they pertain to colored shoes 
and their matching accessories. A 
strong program of local newspaper and 
direct-mail advertising features the 
newest of both colors and styles of shoes 
and accessories. 

The belief in advertising carried the 
salon into the national journals in Au- 
gust. Glamour of that month carried 
a full-page display of the store’s fea- 
tured line of shoes. This was the first 
national advertisement carried by a 
store of this type in the entire area, it 
is claimed. 
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A CHOICE OF WIDTHS IN TAP SHOES! 


Boost your tap shoe sales by offering your customers a choice 
of widths! Prima quality features all over patent leather con- 





struction, aluminum toe taps included. Choice of black patent > Adel - 7 
or white leather. Smooth Brown 
Leather Uppers 


Child’s Sizes, 844/12, one width, $2.35 
Misses’ Sizes, 1244/3, A & C widths, $2.60 
Girls’ Sizes, 3144/9, AA & B widths, $2.85 





There is a service charge of 10¢ per pair on orders of 


less than 12 pairs. Terms: Net 30 days. 


Order Now! 


PRIMA, Inc. 
166 N. 3rd St., Columbus 15, Ohio 











IMPORTERS « 
158 DUANE STREET, NEW YORK 13, N. Y. 


FOOTWEAR 
COMPANY INC. 


EXPORTERS 











Feminine Store Manager 
Advocates Women Salesmen 


RockFrorp, ILt. — Du Barry Shoes, 
Inc., 129 North Main Street, Rockford, 
is the only completely feminine staffed 
shoe store in the city. Mrs. Idamay 
Adamson, store manager, started with 
the firm as bookkeeper and saleswoman 
in 1924 and has worked her way up to 
become store manager. She is assisted 
by an all-women salesforce. 

The store specializes in nationally 
known lines of women’s finer footwear, 
stocking dress shoes from $9.95 to $16.95 
and sports shoes from $7.95 to $9.95. 

Asked what advantages women have 
in serving women customers, Mrs. 
Adamson thinks that women can “get 
more personal” with customers. They 
have a more intimate knowledge of 
women’s clothes and can understand bet- 
ter what a female customer wishes to 
accomplish in the way of harmonizing 
her apparel and footwear. “They can 
discuss clothes problems more frankly,” 
she says. 

However, she admits there are women 
who show a preference for having a 
man to wait upon them. During the 
war years women substituted so much 
for men in selling shoes that many of 
them have become accustomed to having 
women serve them, Mrs. Adamson be- 
lieves. 

The following are some of Mrs. Adam- 
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son’s selling aphorisms: “Men are fussy 
about the wear of the shoe; women, 
about the fit;” “Treat customers with 
kindness and patience; never lose your 
head;” “Don’t leave more than two 
pairs before the customer at a time or 
she will have trouble making a deci- 
sion;” “Make the customers feel that 
they are welcome, whether or not they 
buy;” “Push the ensemble idea, sports 
shoes and bag to match;” “The customer 
is always right.” 

“Although the days of easy selling 
are over, no price resistance is experi- 
enced as yet,” Mrs. Adamson states. 
“There is a resistance to poor quality 
and styling and this has been offset by 
carrying more higher priced lines than 
in the past.” 





Leaves Wyman’s in Baltimore 


BALTIMORE, Mp.—David Trager, buy- 
er of women’s shoes at Wyman’s, on 
West Lexington Street, here, has left 
the firm after one and one-half years. 
At this writing he has not yet an- 
nounced his plans for the future, and 
the store hasn’t appointed a new buyer 
to replace him. 


Baltimore Shoe Club Aids Class 


To Train Shoe Salesmen 


BALTIMORE, Mp.—Four members of 
the board of directors of the Baltimore 


Shoe Club were singled out to cooperate 
with the Board of Education, as a spe- 
cial committee to help create a solution 
to the problem of a shortage of shoe 
salespeople in Baltimore. 

Those men appointed were Paul 
Friedberg (buyer, for shoes Hochschild 
Kohn & Co.) Perry Chester (manager, 
I. Miller) Max Gruber (buyer for shoes, 
Hub Dept. Store) and Nate Schoenthal 
(retired merchandise manager of shoes, 
Hochschild Kohn & Co.) 

As a result, 2 class for training pro- 
spective shoe salesmen was formed, with 
a director instructing them from the 
Board of Education. To date, the re- 
sponse has netted a class of over 100 
students from 18-35 years, composed of 
men who want to learn the rudiments of 
shoe selling. 

The Baltimore Shoe Club’s board of 
directors will serve in an honorary ca- 
pacity, supervising the project and will 
be on call for advice and direction. 





Women’s and Children’s 
Store Opened 


ALLENTOWN, Pa.—Paul’s Fine Shoes, 
a@ women’s and children’s store, has 
opened at 28 North 7th St. Advertised 
brands in a wide range of sizes are 
offered. 
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MIDLAND SHOE BUILDING 


Sport Shoes in The 


iT 1s TUE... MIDLAND SHOE corroration orn. v. 


Is now entering upon a program of expanded operations. 
Shes that ave eae Ey CSR, Se nee Senne << Sn ee ye 
all times. 


FEATURING THESE POPULAR, ADVERTISED BRANDS: 
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Nationally advertised 
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There'll always be - - - - - 


MIDLAND SHOE CORP., ctnew ron 


IRVING FRIEDMAN, President 





Shoe Shops Co-ordinated 
At Rothschild 


St. PauL, MINN.—In a recent store- 
wide remodeling program at Maurice 
L. Rothschild, Seventh and Robert 
Streets, St. Paul, new layout for better 
merchandising was a primary feature. 
Shoes were co-crdinated with other mer- 
chandise by opening a series of shops, 
located to offer utmost convenience to 
customers. 

The shops are distinguished by a 
similar color and furnishing treatment. 
Chairs are of beige leather with nail- 
head trim. Each shop is individualized 
by arrangement of furniture and dis- 
play units and each has a background 
of shadow boxes, varied in size and 
number to make each setting distinctive. 
Each shop has its own manager. 


A woman’s shoe salon is located on a 
floor devoted to women’s wear in a com- 
plete ensemble of shops for this type 
merchandise. It is directly in front of 
elevators, and adjoins departments 
which have large traffic. 

The salon seats about forty. Three 
shadow boxes show predominating 
style trends, with groupings of shoes 
and matching bags. A slipper bar at 
the back draws excellent patronage dur- 
ing the holiday season. In mid-seasons 
it is used to show styles of various 
brands. 


Shops on the floor work closely to 
correlate merchandise. For example, 
when a new shop for formals was added 
to the floor, the shoe salon put in a line 
of evening footwear. Gold and silver 
dress shoes, and white for tinting to 
match evening dresses, were featured. 
The tinting is a service of the shoe 
salon. 

Mr. G. Cheesbrow is manager of the 
women’s shoe salon. 

A children’s shoe shop is on the fourth 
floor on which all garments for children 
are shown. This floor has a girls’ and 
boys’ division, therefore the shoe shop 
is adjacent to both but divided so that 
each group has a separate shop. The 
boys’ shop opens directly into the boys’ 
merchandise section of the floor and the 
girls’ shop faces the group of shops 
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given over to that merchandise. Stock 
rooms running behind open to both 
shops for salesmen’s convenience. 

The girls’ shop is subdivided with a 
juvenile section, in which small boys 
are also cared for. Care is taken that 
juvenile details are not accented be- 
cause it was found older children resent 
having shoes bought in a setting which 
features younger shoes. The manage- 
ment believes, also, that a better fitting 
job can be done if a child’s attention is 
not diverted with playthings. 

The department is practical and at- 
tractive, with chairs arranged in salon 
fashion and sufficiently segregated to 
accent merchandise. 

The shop features corrective fitting. 
To do a more exacting and thorough 
job in this line, a registered nurse is 
employed, who has also had experience 
in shoe fitting. She works in uniform, 
adding confidence in her work with those 
who have children with problem feet. 
This service is not advertised, the store 
preferring to work closely with doctors 
and foot specialists who send children to 
them. There is a close tie-up with phy- 
sicians of the city. The nurse calls at- 
tention to children who need special 
care if this has not already been noted. 
L. Ness is the manager of the children’s 
shops. 

A men’s shoe department is on the 
street floor which features men’s wear. 
It is spacious and made prominent by 
being raised, in a plateau effect, at one 
end of the floor. Quality merchandise 
is featured. William Horne is manager 
of this section. 


Becomes Third Partner In 
Michigan Shoe Firm 


WYANDOTTE, MicH.—James P. Verdin 
recently became the third partner, with 
Frank X. Montie and Kenneth Montie, 
in Hoersch Bros. shoe store at 2958 
Biddle street, here. The name of the 
firm will be changed to Verdin & Montie. 

Mr. Verdin previously owned the shoe 
department in Whaling’s Men’s Store, 
in Detroit, Mich. 

In announcing the new partnership, 
Mr. Verdin said: “We intend to carry 
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‘Hi-Styled’ Novelties 
& Casuals 








ma 





expanded lines of shoes, serving the 
entire family. The half century of repu- 
tation for service made by Hoersch 
Bros. will be upheld with still further 
refinements of shoe merchandising.” 





Expect Big Attendance 
At Pittsburgh Travelers Show 


PrrTsBURGH, Pa. — One-hundred and 
forty lines of all types of footwear will 
be shown at the semi-annual shoe show 
of the Pennsylvania Shoe Travelers As- 
sociation to be held from November 8 
to 11, according to Joseph Harris, sec- 
retary-treasurer. 

The social highlight of the show will 
be a banquet, floor show and dance, 
which will take place on Monday eve- 
ning, November 10. 

Because of a shortage of space, the 
number of exhibitors at the show was 
limited, with reservetions filled since 
September 15. 


GOOD NEWS!! 
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The latest revised edition of 

THE SHOE AND LEATHER 

LEXICON — the 14th — is 
available again! 


This illustrated glossary of trade 
and technical terms serves a 


useful for it is filled 
with helpful information. tis a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade." 
The Shoe and Leather Lexicon 


75¢ per copy, prepaid 
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| on TE Tre ettes 


Men's shoes look better. sell better when 
attractively formed with Fairy Form Tre-ettes. 
Made of lustrous, resilient Fairylite, 


Tre-ettes are rich-looking and snug-fitting a 
easy to insert and economical to use. Avail- 
able in any two-color combination of maple, 
mahogany or solid black finish with nickel 
knobs. For best results, use with M-61 fore- 
part forms. 


Write today for Bulletin 263B and prices. 








Chain Store Veterans Open Style Salon 





Taking the most modern elements of store design and decor, the Bootery, in 
Trenton, N. J., provides a look into the future at what a comparatively small store 
can do in high style display and coordination. Set against a corrugated glass 
wall at left is an advanced example of combination shadow box and wall-bench. 
Note emphasis given to handbag and hosiery counter at right. 


TRENTON, N. J.—Jack Immerman and 

















Step Up Your Profits... 


With Famous 
Leather—Custombui!t 


SASCO 
ARCH SUPPORTS 


with sponge rubber inserts 


Profits will soar to a new 
high because of low initial 
cost and quality merchan- 
dise. Order yours today. 
F. O. B. Factory. 


LOWEST PRICED QUALITY LINE 


38 PER = SUGGESTED 
. $18 DOZEN § RETAIL PRICE $3.50 
fe O 169 E. SIXTH ST. 
4 ° ST. PAUL 2, MINN. 





at 
MEN'S SIZES . 
WOMEN'S SIZES 4-10 » 


SWANT MFG. 













DON’T LOSE _ = 
YOUR HEAD “%> 


over that Surplus Stock 


Turn to the CLASSIFIED PAGES for 
Purchasers. 

Sixteen years’ continued use of “WANTED TO 
PURCHASE” space is the record for one of our ad- 
vertisers. 


BOOT AND SHOE RECORDER 
Classified Advertising Dept. 
100 E. 42nd St., New York, N. Y. 








Stores, have launched a high style shoe 





for 10 years for the chain organization. 

The store, utilizing the most mod- 
ern effects in lighting, display and co- 
ordination, creates what the owners 
term “an atmosphere of quiet dignity 
necessary in the merchandising of high 
style shoes for women.” 

The main stock is concealed behind a 
curved partition in the rear, which is 
reached through an entrance behind 
full-length drapes. Perhaps the dominat- 
ing and most unusual feature of the 
interior is the corrugated glass wall 
which is a glittering background for a 
similarly undulating full-length shadow 
box-and-settee unit. The handbag and 
hosiery department is located toward 
the front of the store, and while a 
separate unit, it is completely in har- 
mony with the rest of the store. 


I. Miller Outlet 


Opens In Tucson 


Tucson, ArIz.—One of the most mod- 
ern fashion outlets in the Southwest, an 
exclusive women’s shoe salon, one of 
a chain of I. Miller Guild Houses, 
opened its doors this month on stylish 
Pennington Street in downtwon Tucson. 


Operating the new outlet is Jack 











Victor Silver, with a total between 
them of 30 years’ experience as man- 
agers and salesmen for National Shoe 
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salon, The Bootery, here. Mr. Immer- 
man was a manager for 20 years and 
Mr. Silver was salesman and manager 


Kwass, 30-year-veteran of the shoe busi- 
ness who had previously been buyer and 
store manager with the Eastern stores. 
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MORE VALUE 
MORE VERSATILITY 4 


Means More Profit 
Faster Turnover 


Make arch type sales contribute 
worthwhile, consistent profit with 
Adelic. Stocks turn over faster 
replacements arrive on time; 
Result: More satisfied customers 
and omple sizes to fit them 
properly; and no lost seles 
Write or wire requirements 
todcy 











Style 850 
Black Kid—Soft Toe 


HI-TOP BOOT 
Sizes 4-9 
EEE WIDTH ONLY 


CATALOG ON REQUEST 


, BASS SKI BOOTS . . . Bass Boots are 


big ski-business getters, because there has \ 
never been a change in the original Bass 
policy — “fo build the best possible shoe 


STRONG ALL KID LINE 


LONG @UN Of SIZES 2NHO WIDTHS 





for its purpose.” 


BAS: 








WEEJUNS SPORTOCASINS - 


OUTDOOR FOOTWEAR 


WIETON, MAINE 
New York Office: 658 Mearbridge Bwilding 





QUAIL HUNTERS 







$5.00 TO $6.00 neraicens 


MONROE BROTHERS & COMPANY 


835 
PHILADELPHIA 


ALL IN-STOCK 






STREET 
30, PA. 


nNoRrTH 19TH 


ESTABLISHED 1817 








New Casual Footwear Shop 
At Young-Quinlan 


MINNEAPOLIS, MINN.— The impor- 
tance of casual footwear for year-round 
sales is evidenced at Young-Quinlan 
Co., Nicollet Ave., here, where a new 
shop for this type of footwear only is 
in process of construction. 

The new “California Shop,” as it is 
to be called, adjoins the women’s shoe 
salon and the women’s sportswear de- 
partment, located between both for con- 
venience in selection and to suggest the 
addition of casual shoes to the wardrobe. 


The shop is individual and colorful, 
designed to give an outdoor effect to set 
off the gay footwear and add atmos- 
phere. Partitioning walls are of stained 
fir. Windows which make up one end of 
the shop are frosted glass. The ceiling, 
which is sharply sloped, is of fluted 
glass. A new type of lighting runs 
above the ceiling, which, through the 
glass, gives a daylight effect. 





Herberger’s Opens 
Seventh Store 


New ULM, MINN.—The seventh and 
newest store of Herberger’s, Inc., was 
opened here recently. 

The store is completely remodeled and 
redecorated, having combined locations 
previously held by the Pink Department 
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Store and the Crone Clothing Co. 

The new store has a 70-foot frontage 
with the store depth varying from 75 to 
125 feet for 2 merchandising area of 
more than 10,000 square feet, occupying 
the main and downstairs floors. There 
are 36 departments operated by a staff 
of 38 persons. 

A shoe department which presents 
shoes for all members of the family is 
featured strongly. 

The store is located in a well-popu- 
lated area, which has 50,000 persons as 
potential customers within a 35 mile 
radius. 

A full window display of shoes was 
made on the opening day. D. B. Cardi- 
nal is general manager of the store. 


Expanded Shoe Departments 
Planned By Tucson Store 


TucSON, ARIZ.—Two enlarged shoe 
departments—with separate sections for 
men and for women—will feature the 
million dollar expansion program re- 
cently announced by Aaron Levy, presi- 
dent of Levy’s Department Store in this 
city. 

The store’s present shoe sections, both 
now in cramped quarters on the main 
floor, will be greatly expanded in the 
new building. Men’s shoes will be fea- 
tured on the main floor adjacent to the 
new men’s shop. Women’s shoes will 


be moved up to the second floor which 
will be devoted to women’s wear. 

Ultra modern in style, the new build- 
ing will be located at Pennington and 
Scott Streets, in the most fashionable 
shopping areas of downtown Tucson. 
The fireproof structure, built of steel 
and reinforced concrete, will contain 
three floors plus a basement and mezza- 
nine. Each selling floor will contain 
over 70,000 square feet of space and 
the building has been so planned that 
two additional stories may be added to 
the top at some time in the future. 

Air-conditioned all year through, the 
building will be equipped with special 
filters to remove pollen and dust from 
the air. Other features of the structure 
include baked tile murals on the outside 
walls and recreational facilities on the 
roof for employees. 


Liquidates Wholesale Business 
To Start Shoe Store 


MIAMI, FLA. — Jack Cohen has an- 
nounced the liquidation of his share of 
the Tropical Shoe Company, here, to en- 
ter the retail shoe business. His store, 
Roy’s Health Shoes, 7950 N.E. 2nd ave., 
carries shoes for all members of the 
family, but features children’s shoes. 

Mr. Cohen formerly operated a simi- 
lar establishment in Media, Pa., and is 
at present planning several more units 
in and around Miami. 
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MR. SHOE RETAILER: 


Adrian Shoe Sanitizer. 
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YOU remove all surface fungi—bacteria—odors and moistures of previous try-ons. 


THINK what this means to your customer — what it means to your business ~ 
that customer will return to YOUR store the next time he buys shoes. 
FULL INFORMATION ON REQUEST 


m. 8. AORIAN & sons 





Jesse J. Cole 


JUNCTION CiTy, KAN.—Jesse J. Cole, 
72, founder of the Cole Brothers stores 
in Kansas and Missouri, shoe and mer- 
chandise dealers, died September 25 in a 
hospital in Junction City, after a week’s 
illness from heart trouble. 

He was born at Fort Scott, Kansas, 
and opened his first store in Garnet, 
Kansas, in 1898, later opening stores in 
Nevada and Lama, Missouri. He lived 
in Nevada until he moved to Junction 
City in 1929. The company now has 
stores in Junction City, Manhattan, 
Salina, Paola, Chanute and Parsons, 
Kansas, and Nevada. 

Mr. Cole was not married. 

He is survived by a sister, Mrs. Mae 
Wood, Junction City, and two brothers, 
J. E. Cole, Nevada, and G. P. Cole, 
Neosho, Mo. 


Louis Rubenstein 


Syracuse, N. Y.—Louis Rubenstein, 
67, president of Louis Rubenstein & 
Sons, Inc., died suddenly September 30 
at his home, 1014 E. Genesee Street, 
here. 

Mr. Rubenstein was manager of the 
Sample Shoe Store at 128 N. Salina st. 
and 625 S. Geddes st. He had been in 
the retail shoe business in Syracuse for 
over 45 years. 

Surviving are his widow, Mrs. Celia 
Rubenstein; two sons, Jack and Morton 
Rubenstein; a daughter, Mrs. Sidney 
Hirshman; two brothers, David of Syra- 
cuse and Morris Rubenstein of Denver, 
Colo., and six grandchildren. 





J. Henry Dickman 


Detroit—J. Henry Dickman, 76, De- 
troit shoe merchant, died suddenly Sep- 
tember 29 at his home. 


He started in the business with the 
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Lindke Shoe Company and other Detroit 
shoe firms as a salesman. His first in- 
dependent venture was the Dickman 
Shoe store, opened at the main down- 
town corner of Washington Boulevard 
and Grand River in 1911. He went on 
to become a pioneer of independent 
chain store in this field, opening three 
stores in east side locations. 

In 1920 the stores were liquidated. 

During 1920 he operated the Ford 
Market Shoe Company in Highland 
Park, Detroit suburb, later moving to 
a metropolitan Detroit location, and 
liquidating in 1930 when he retired. At 
start of World War II he was called 
back to duty as manager of the men’s 
department for Schmitz & Shroder, 
downtown store of Detroit. He held this 
position unti! last January when he be- 
came ill from heart trouble. 

Mr. Dickman was the father of Bruce 
W. Dickman, representative in the 
Michigan and Ohio territory for the 
Miracle Tread Division of Craddock 
Terry Shoe Corp. 

He is survived by his widow and four 
daughters. Burial was in Grand Lawn 
Cemetery, Detroit. 





Ralph W. Gibbon 


PHILADELPHIA — Ralph W. Gibbon, 
sales representative of the Connolly 
Shoe Company in this area, passed away 
recently in Philadelphia. Mr. Gibbon 
was a veteran of many years experience 
in shoe merchandising. 

One of this city’s most unusual men’s 
stores was opened by Mr. Gibbon some 
years ago, specializing entirely in men’s 
soft shoes made of Kangaroo and Kid 
leathers. 


Herbert S. Dalton 


BRocKTON, Mass. — Herbert S. Dal- 
ton, who served in the foreign sales 
department of George E. Keith Com- 


> Sanitize with 


YOU look after your customer's foot health — directly before his eyes with the 
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SHOE SANITIZER 











pany for more than 30 years, died 
October 6 at a convalescent home in 
Whitman, Mass. He retired about 10 
years ago due to failing health. He 
had traveled through Europe, Mexico, 
Cuba, South America and Alaska as 
a Keith salesman. 





Floyd A. Piper 

Los ANGELES—Floyd A. Piper passed 
away in Sterling, Colo., on October 12. 
Death was attributed to a heart attack. 
Mr. Piper, who was well known to the 
West Coast shoe trade, made his home 
in Denver. He represented the I. M. 
Werbin Shoe Co. of Los Angeles in the 
Rocky Mountain states. 

He leaves a widow and daughter. His 
father and mother, Mr. and Mrs. J. O. 
Piper, make their home in Los Angeles. 





Frank C. Johnson 


Los ANGELES—Frank C. Johnson, a 
resident of Minneapolis, Minn., passed 
away in Burbank, Cal., on Sept. 28. His 
death was attributed to a heart attack. 
He was buried in Minneapolis. Surviv- 
ing him is his widow. 

Mr. Johnson formerly lived in Los 
Angeles, where he made his headquar- 
ters some 20 years ago as West Coast 
representative of Boyd-Welsh, Inc. 





John B. Freeman 


RockForD, ILt.—John B. Freeman, 
who managed the shoe department of 
D. J. Stewart & Co. for 35 years prior 
to his retirement several years ago, died 
at his home in Rockford on October 6. 

He was born in Moweaqua, IIl., May 
25, 1870. He is survived by his widow, 
Elizabeth, and two daughters, Mrs. R. 
Hallett Shumway of Rockford and Mrs. 
Warren Pease, Detroit, Mich. 
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Appointed Buyer 
For Shoe Department 


BALTIMORE, Mp. — Coleman M. An- 
drews was appointed buyer of Stewart 
& Co.’s shoe department, succeeding 
Parker Dorsey, who left to take a sim- 
ilar position with Burdine’s in Miami, 
Fla. Mr. Andrews assumed his new 
duties October 1. Prior to his appoint- 
ment, Mr. Andrews served for two 
years as assistant buyer to Mr. Dorsey. 

Before coming to Stewart’s Mr. An- 
drews was a salesman for Boyce and 
Lewis in Washington, D. C., and prior 
to that served for ten years as a mer- 
chandise ‘supervisor for a large syndi- 
cate chain of shoe departments in the 
East. 

Originally from Reading, Pa., where 
he was graduated from the Reading 
High School, Mr. Andrews subsequent- 
ly spent two years at the University of 
Pennsylvania. 


Receives Gifts on 50th 
Year of Service 


WASHINGTON — Fellow workers of 
Milton Brock, shoe salesman, celebrated 
the completion of his 50th year as an 
employee of Rich’s Shoe Store, here, at 
a dinner in the Statler Hotel recently. 
Mr. Brock, who is now 64 years old, 
went to work as a shoe clerk when he 
was 14. 

He was presented with a check by 
Herbert J. Rich, president of the shoe 
firm, and Walter O’Brannon, a fellow 
employee with 48 years experience, 
presented a gift to Mr. Brock on behalf 
of the employees. 


Chicago Shoe Retailers 
Elect Officers 


CHIcAGO—At the October meeting of 
the Greater Chicago Shoe Retailers, the 
following slate of officers was elected: 
Chairman, Pau] A. Hassel, succeeding 
Frank Cox of Stetson Shoe; Morrie 
Packer of the Morris Packer Shoe Co., 
vice-chairman; W. W. White of French, 
Shriner & Urner, secretary-treasurer. 
All directors of the previous year were 
re-elected. 





New Women’s Shoe Shop 
In Lamson Bros. 


ToLEepo, O.—Lamscn Bros. Co., Toledo 
department store, recently opened a new 
main floor ladies’ shoe shop, known as 
the “Collegeset Shop,” featuring high 
style shoes at $5.95 to $7.95. Howard 
Paquette, formerly manager of the 
store’s basement shoe department, has 
been named manager of the new shop, 
and Bernard Kugel replaced him as 
manager in the basement. 
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Reelect Shoe Club Officers 
For Coming Year 


New York—aA. H. Plotkin was un- 
animously reelected president of the 
Shoe Club, here, as were the other of- 
ficers and directors of the organization 





A. H. PLOTKIN 


with but one exception. The one change 
made was the election of Emmanuel M. 
Meyer as director for two years, to re- 
place Harold Gessner, whose term ex- 
pired. 

As now constituted, the officers of the 
Shoe Club for the coming year are: 
A. H. Plotkin, president; Joseph W. 
Schmidt, vice-president; B. B. Kimless, 
vice-president; Charles H. Nahles, vice- 
president; Barney Fox, treasurer, Mii- 
ton Klein, secretary; Irving Karten, 
sergeant-at-arms. 

On the board of directors are Harry 
Deines, William Bressler, Irving Fife, 
John L. Jerro, Herbert Lehmann, D. S. 
MacDonald, Emmanuel M. Meyer, 
George F. Knoche, William G. Monsees, 
M. J. Saks, Benjamin D. Schwartz and 
Everit B. Terhune. 


Buying Lively at Michigan 
Monthly Show 


Detroir — The monthly shoe show 
sponsored by the Michigan Shoe Travel- 
ers Club at the Hotel Statler, Detroit, 
was exceptionaily well attended during 
October, according to S. S. Weiss of the 
Travelers’ organization. Attendance of 
upstate dealers was a feature of the 
October show, indicating a lively inter- 
est in shoe buying in anticipation of the 
annual November Fair, November 2, 3, 
4 and 5. 

Leading sellers in women’s lines were 
in suedes with various shades of the 
dark leathers following. Supply was 
generally much better than in recent 
months. A trend was noticeable toward 
conservative rather than extreme colors. 

Supply of children’s shoes was gen- 
erally reported much freer with men’s 
lines still in very short supply. Rubber 
footwear exhibited marked demand al- 
though there was a shortage of stock. 

An exceptionally strong seasonal item 
was house slippers for Christmas trade. 











your store 
and the 
Heywood shoe 





Together, Heywood and the 
imprint of your store’s name 
convey a message of quality 
to discriminating customers. 
Heywood upholds the rep- 
utation of your business 
with a shoe that more than 
meets the ageless standards 
of good taste and fine crafts- 
manship. Truly a matchless 
tradition, since 1864. 


The Heywood Shoe 


Heywood Boot and Shoe Co., Worcester 4, Mass. 
MAKERS OF THE FAMOUS MATRIX 
SHOES FOR MEN 
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secret, which gives your displays far greater sun protection 
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Address Transparent Shade Co., Box 2135-BS 
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Great Little Time Savers 


Price Tags with imprinted prices, any selection desired. 
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Size 1%" x 2\/," With store name 
to your problems... PRICES! 30¢ per doz. pitted en teen 
: 12 Doz.—$3.00 12 Dez.—$5.50 
Write for Catalog showing our complete | | —~ 24 Dor.—$9.25 
line... Modern displays at Factory Prices! | aehens — a. 
black. Display 
PLAST-O-KRAF, Inc. || = are 
f e any color desired. 3 for $2.25 





“V""—Spring colors, white easel, pink border, green stripes. 
V-1—Autumn colors, orange, brown stripes, white easel, price black. 
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Transfers High Style Salon 
To Another Store 


BEVERLY HILLS, CAL.—Seymour Troy 
opened a shop in the Adrian Salon here 
on October 15, featuring footwear to be 
exclusive in California. Troy fermerly 
leased a department in the Don Loper 
Salon on the Sunset Strip, but with the 
expiration of his contract with Loper, 
he took over the space at Adrian’s which 
was formerly occupied by Delman. 

The new Troy shop is under the di- 
rection of Victor H. Mitchell, formerly 
with the Seymour Troy Shop at Jaec- 
kel’s, Inc., New York, since its open- 
ing two years ago. 


Open First Nisley Unit 
In Northwest 


St. PAuL, MINN. — The first unit in 
the Northwest of the Nisley Shoe Com- 
pany opened in St. Paul, 386 Wabasha 
street. George R. Grisbaum is manager. 

In addition to a complete line of wom- 
en’s shoes, accessories, including gloves, 
hosiery and handbags will be carried. 
Accessory sections are at the front, with 
the shoe salon at the rear. Stock is open, 
with space for 3,000 pairs of shoes along 
the walls of the selling floor and 3,000 
additional] in stock rooms at the rear. 


% 


Kansas City Men’s Wear Store 
Features Shoe Department 





Showing the shoe department, one of six 
special sections in the greatly enlarged 
Jack Henry men's wear store in Kansas 
City, Mo. Dark leather seats and 
couches, set in the spare, unornamented 
decor, establish a tone of rich, masculine 
fashion. The two mirrored doors in the 
rear open into the stock room. Notice 
the effectiveness of the high wainscoet. 


Kansas City, Mo.—Reopening last 
month in the new Plaza Time Building, 
here, Jack Henry, men’s wear firm, is 


the largest tenant in the new Country 
Club Plaza building, with two floors 
totaling 18,100 square feet. 

The men’s shoe department is one of 
six special sections featured in the new 
store; the others are a luggage depart- 
ment, hat department, a department 
featuring suits, topcoats and overcoats, 
sportswear section, and formal wear de- 
partment. 

The new Jack Henry establishment 
occupies more than three times the area 
of the former location, and represents 
the largest expansion of the firm since 
its origin in a small Plaza shop in 1931. 

The building’s exterior is done in a 
combination of imported Mexican golden 
yellow and Spanish blue tile plus terra 
cotta red brick and pale cream brick 
facings. Diamond pink granite is used 
entirely on the street fronts which face 
the three main Plaza arteries. The in- 
terior of the store is notable for exten- 
sive use of display cases and dark pan- 
eled wood. Indirect lighting and air- 
conditioning are also part of the in- 
stallations. 


Shoe Firm Moves 

ToLepo, O.—H. M. & R. Shoe Com- 
pany, Toledo, recently moved to a new 
location at 323 Huron st., that city. 
Store was previously at 251 Huron 
street. 
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| MR. SHOE MAN... 


Have You The Will To Succeed— 
In A BIGGER WAY? 


© Are you a bred-in-the-bone merchant? 


© Would you welcome a chance to join an 
organization famous for the way it ad- 
vances and rewards good men? 
© Where you'd have a chance to get 
A GENEROUS SHARE IN THE PROFITS IN STOCK 
YOU HELP TO PRODUCE? 


Personnel Department 
J. C. Penney Co., Inc. 
330 West 34th Street 
TO New York I, New York 


Even if you're not ready to make a change | 
right now, WRITE ANYWAY! 
{ 
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e A proved salesman? . a 
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ACTIVE SALESMEN 
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FIVE OTHER TEXTS 
TO CHOOSE FROM 


$1.00 ea. 3 for $2.25 
ALL SIX: $4.00 


PRICE TICKETS 


30 doz. $3.00 12 doz. 
ALSO OTHER FALL 


The J. C. PENNEY COMPANY a 


can point to hundreds of profit-sharing store 


—ALL ONE PRICE— 
executives who have come up through the 


NATURAL BLONDE 
CARD HOLDERS 
As Illustrated $2.10 ea. 5 for $10.00 
WRITE TODAY for circular 'F' and Sample Tickets 
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Sommer & Kaufmann Stage 
Book Jacket Promotion 


San FRANcIsco, CAL. — One of the 
cleverest advertising promotions to be 
staged here recently is being carried on 
by one of the nation’s larger shoe stores, 
Sommer & Kaufmann, 838 Market 
street, San Francisco. 

The store is giving the school-agers 
a sturdy, attractive book jacket—three 
to every boy or girl who comes in for 
them. They’ve been coming in droves, 
following the offer of this courtesy in 
the store’s newspaper ads. 

Private schools are writing in re- 
quests for hundreds of them. One want- 
ed 600 and got them. Another wanted 
four times that many and got a large 
part of their requirements. Mr. Herz- 
stein, buyer and manager of the school- 
agers shoes, says, “We have tried our 
best to meet their needs. We had 5000 
printed at first and now a second print- 
ing of 12,500 are nearly gone.” 

“The kids like them, and how!” laugh- 
ed Mr. Herzstein. 

The book covers are 13%” x 20” and 
made of 100 pound paper, decorated 
with breezy sketches of teen-agers—the 
sort of thing kids, if they’re artistic 
enough, draw on their book covers. In 
one corner are spaces for name, address, 
school subject. In the opposite corner, 
in clear, small letters: “This book jacket 
courtesy Sommer & Kaufmann Young 
America Shop.” And on one side, ar- 
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tistically blended with the scene is the 
store’s large S K. The jackets were 
printed in five colors. 

The birth of the book jacket idea is 
interesting and probably, in its final 
analysis, a result of the motto hung con 
Mr. Herzstein’s wall. It bears the one 
word, “Think.” 

Here’s how it happened. Mr. Herz- 
stein and his son, who is attending col- 
lege, were sitting in the former’s office 
discussing the enormous price of school 
books when Mr. Herzstein said, “If the 
students would only put covers on the 
books and take care of them, they could 
be passed on to other young people the 
next year.” 

“Yes, but Dad, how many of the kids 
are going down to the meat market and 
ask for paper to cover their books!” 

That set Mr. Herzstein thinking and 
he came up with the idea of glamorized 
book jackets. He consulted Herbert 
Sommer, partner in the firm, and he 
very much approved of it. The store 
artist was asked to make a lot of draw- 
ings and from these were selected the 
ones now used on the covers. 

It’s a down-to-earth advertising pro- 
motion that has taken the name of the 
firm into hundreds of homes and schocl 
rooms. 


Remodels and Resumes 
Pre-War Services 


Detroitr—Harry Stiglitz, one of the 
oldest Florsheim dealers in Michigan, 





has remodeled his store, here. Mr. Stig- 
litz still operates the store he founded 
in 1912. 

In addition to remodeling Mr. Stiglitz 
will resume a home fitting service which 
was discontinued during the war. 





Appointed Vice-President 
Of Rubber Association 


New York—The Rubber Manufac- 
turers Association has announced the 
appointment of W. J. Sears as vice- 
president. Mr. Sears recently resigned 
as Chief of the Rubber Division, Office 
of Materials Distribution, Department 
of Commerce. 

Mr. Sears served the rubber manu- 
facturing industry through the war 
and reconversion periods in several key 
Government positions. He entered Gov- 
ernment service in July 1941, with the 
Office of Production Management, and 
served successively with the War Pro- 
duction Board, the Civilian Production 
Administration, and the Office of Ma- 
terials Distribution. In WPB he was 
Assistant Director of the Rubber 
Bureau, and in CPA was Director of 
the Rubber Division. 

Prior to the war, Mr. Sears was 
employed by the United States Rub- 
ber Company in Detroit, Michigan. He 
is a native of Columbus, Ohio. 
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Buckle, Hand Laced. Style patent ap- 
plied for. Charing Cross Vamp with 
smartly stitched cut-outs. 
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About Shoe People 


Frank Hitchings of Davies & Co., 
Leicester, England, the Colonial Tan- 
ning Company’s representatives for 
England and Eire, is spending a few 
weeks in the United States and is mak- 
ing his headquarters at Colonial’s home 
office in Boston. Mr. Hitchings, who has 
represented Colonial for many years, 
is hopeful that as soon as the “ex- 
change” situation gets straightened out, 
there will be a big business for Ameri- 
can leathers in his country. 

. > * 


John H. Lyons, Chicago district man- 
ager for the Shoe Products division of 
The B. F. Goodrich Company, completes 
20 years with the organization this 
month. Three other representatives of 
the Shoe Products division finish 10 
years service with the company. They 
are: Gustave H. Faust, salesman, At- 
lanta district; Frank W. McKee, sales- 
man and John W. Paulus, depot man- 
ager, Cleveland district. 

* . * 


Guy Ervin, who was associated with 
the Baxter Shoe Co., for many years, 
is now a member of the sales staff of I. 
Miller Shoe Co., in Seattle, Washington. 
Ed Gunn also a long time employee at 
Baxter’s has assumed the position of 


manager. 
* * * 


Charlie Wilkie, who has seld shoes on 
Peachtree Street in Atlanta, Ga., for the 
past 35 years and is one of Atlanta’s 
best-known shoe men, has become as- 
sociated with the shoe department of 
the Zachry Clothing Company in At- 


lanta. 
7~ 7 = 


Davis Gwindler, head of the Gwindler 
Department Store in Weimer, Texas, 
has shipped 600 pairs of shoes to be 
distributed to needy persons in Europe. 
Shipment was made through a Houston, 
Texas, relief agency. 
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David D. Tolin. who now represents 
the Porto Ped line of the Portage Shoe 
Co., Division of Weyenberg Shce Manu- 
facturing Co., will be covering Cali- 
fornia from the San Francisco South 
territory for the firm. Formerly han- 
dling the same area for the General 
Shoe Corp., Tolin will make his head- 
quarters at 1911 S. Shenandoah Street, 
Los Angeles, Cal. 

. > * 

Clarence Galloway, who resigned re- 
cently as manager of the shoe depart- 
ment of the Palace Department store in 
Spokane, Wash., to open his own shoe 
section in the Freeman’s Men’s store, 
has been succeeded at the Palace by 
Charles Hill. Mr. Hill was formerly 
with Feltman & Curme’s shoe store here. 

+ * * 

Leonard Chetkin has opened a wo- 
men’s shoe salon at 5621 No. Figueroa 
St., Los Angeles, Calif. Mr. Chetkin was 
previously with the Beck Shoe Corp. in 
several Eastern cities. 

* . * 

Albert Hendricks recently purchased 
the Jack and Jill Bootery at 3105 W. 
Compton Blvd., Gardena, Calif., from 
William G. Gutstein. Mr. Hendricks was 
formerly manager of Dr. Scholl’s Shoe 
Dept. in Crowley-Milner Department 
Store, Detroit, Mich. 

- 7 * 

B. Greenstein, former manager of the 
National Store in Baltimore, Md., is now 
with Field’s Shoe Store in Burbank, 
Calif. 

* . = 

Herman Shapiro, formerly with Sam’s 
Cut Rate in Detroit, has taken over the 
Campus Shop in Pontiac, Mich., former- 
ly owned by Julius Bello and. George 
Fleischer. He is changing the name of 
the store to Cinderella Shoes. 

* * * 

George Jacques, veteran shoe traveler 
for half a century in the Michigan ter- 
ritory, is convalescing, following a gall 


bladder operation of a serious nature. 
7 . = 

Jack Plunkett, partner in Plunkett 
Brothers downtown Detroit shoe store, 
is convalescing satisfactorily, following 
a recent serious illness, and is able to 
make occasional trips down to the store, 
which is being managed for the time be- 
ing by his brother Roy Plunkett. 


* od * 


Barney Kimless, New York repre- 
sentative for the Carmo Shoe Mfg. Co., 
recently recovered from a recurrence 
ef injuries received during the first 
World War. Mr. Kimless spent several 
weeks in convalescence. 

- - = 


S. C. Spatola, co-owner of the Pierce 
Shoe Manufacturing Company, of Black- 
shear, Ga., has returned from an exten- 
sive and interesting European trip and 
is now at home in Waycross. 

~ cal * 


Robert Kay has transferred from the 
position of children’s shoe buyer to 
buyer of men’s shoes for Saks-Fifth 
Avenue, New York City, it has been re- 
vealed. 

« + * 

Rudolf H. Trafton, for 13 years man- 
ager of the shoe department in J. E. 
Palmer’s, Portland, Me., is the new 
manager of the shoe department at the 
Grant-Knowles store, also in Portland, 
which opened in October. Trafton, a 
native of Boston, worked at Thayer- 
McNeill and the Arnold Boot Shop there 
before coming to Portland. 

* . * 


J. L. Elston, manager, recently an- 
nounced the opening of a newly remodel- 
ed and enlarged Kinney Shoe Store in 
Laredo, Texas. An expert on children’s 
shoes, Elston personally handles all sales 
of that type of shoe. He has been with 
the Kinney organization for 22 years 
and has spent the last eight as manager 
of the Laredo store. 
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Everett Castle has been named man- 
ager of the men’s shoe department in 
Mason’s Men’s Store, Rockford, Il. 

> = 7 

Loren Winchester, formerly with 
Napier’s Walk-Over shoe department at 
Omaha, has succeeded Amos C. Kies as 
manager of the second floor and base- 
ment men’s shoe departments in Ben 
Simon & Sons at Lincoln. Neb. Mr. Kies 
has given up the shoe business to open 
his own restaurant in Lincoln. 

* * . 

Mrs. Gertrude Hoffman. manager of 
the Sweetbriar shop at 1717 Carey Ave., 
Cheyenne, Wyo., has announced that de- 
spite the rising cost of food, clothing, 
automobiles, appliances, et cetera, and 
the rising cost of shoes, the Sweetbriar 
women’s shoe department will not in- 
crease the retail price of shoes this 
season. The promise is made to cus- 
tomers. 

. * a 

C. N. Williams, shoe department man- 
ager at Sears, Roebuck & Co., Lincoln, 
Neb., reports that sales of men’s, wom- 
en’s and children’s shoes have more 
than doubled since moving into the new 
building at 13th and “N” Streets last 
June. Contributing to the increase, he 
said, were tripled space for the depart- 
ment, better store location and better 
traffic location for shoes on the street 
floor, much larger stocks and greater 
selectivity. 
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William E. Kreider, president of the 
W. L. Kreider’s Sons Manufacturing 
Company, Palmyra, Pa., was honor 
guest at a surprise birthday dinner 
given him by a group of his fellow work- 
ers recently at the Indian Echo Hotel in 
Hummelstown. There were fifty present 


“including the executive officers, foremen 


and the office workers and their hus- 
bands and wives. 

David Kreider, vice president and C. 
H. Gingrich, secretary of the firm, were 
in charge of the affair. 

Mr. Kreider was presented with a 
matched set of leather portfolio, over- 
night case and traveling bag, and other 
birthday remembrances. 

* > * 


Friends of J. D. Bartley of Moulton- 
Bartley, Inc., St. Louis, were happy to 
learn recently that Mr. Bartley is mak- 
ing a satisfactory recovery from a heart 
attack suffered during the latter part of 
July. 


> 7 > 
Louis Decker, buyer of women’s shoes 
for the J. L. Hudson Company, Detroit, 


has celebrated his 20th anniversary with 


the company. 
> > 


Marvin Madgy, formerly with the 
Baker Shoe Shop in Highland Park, 
Mich., and, before the war, with the A. 
S. Beck Company in Detroit, is estab- 
lishing his own business as the Tot’s 
Shoe Wagon at 2943 Richton Avenue, 
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HAND MADE 
HAND LASTED 


prima ballerinas 





Bend leather sole and outside heel lift, inside 
phantom wedge heels, full barefoot Faille 


lined. Sizes 5/10 AA and 3/10 B. 


1—Sleek satin in tintable white or black, $3.00 

4— Distinctive gold or silver metallic fabric, $3.85 
5—Brilliant genuine gold or silver kid leather, 

gold $6.00, silver $5.50 

22—Smooth kid in black, white, red or green, $3.00 
23—Soft suede in black, red, green or turf-tan, $3.00 





Inc. 
« Columbus 15, Ohio 


Detroit, specializing exclusively in chil- 
dren’s footwear up to size 7. 
> . > 
Mark Routbard, formerly shoe buyer 
at Peters’ Sport Store and at Peter Pan, 
Inc., Detroit, is establishing his own 
business as Mark’s Concessions, oper- 
ating the soda fountain concessions in 
drug stores. 
> > > 
Ben Goldman, partner with his 
brother-in-law, Jack Falkhauff, in a 
north end Detroit shoe store conducted 
under the latter’s name, is establishing 
his own firm as the Fashion Shoe Store. 


New Betty Lee Shoe Unit 
In Midland, Texas 


AusTIN, TExAS—A new unit of Betty 
Lee Shoes, called the Bootery, was re- 
cently opened in Midland, Tex. Selling 
high grade women’s shoes from $8.95 
to $29.00, the modern, attractive store 
is the only exclusive women’s shoe store 
in the city. . 

Among the architectural and decora- 
tive features embodied in the new op- 
eration are a full glass front, an egg- 
crate ceiling with indirect lighting, 
concealed stock and Philippine mahog- 
any walls. There is also a modern hose 
and bag display counter which empha- 
sizes coordination possibilities. 

W. B. Lewis and R. L. Osburn, Jr., 
are buyers for the unit and Sam Lich- 
enstein will operate it. 
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New Autumn Colors for the Shoe 


PLASTICSUEDE* 


The Only Genuine PLASTICSUEDE* 
by PINE HILL PRODUCTS CO. 





*Reg. Trade Name by PINE HILL PRODUCTS CO., 264 Fifth Avenue, N.Y.C. 


Manufacturers of 
PLASTICSUEDE* Strippings, Tubu- 
lars, Bindings, Weltings and other 
shoe products by 


CASTLE TRIMMING co., 


INC. 


NEW YORK, N. Y. 











Specialty Shop Installs Shoe Salon 





To fully complete the fashion coordination picture in its new store, Goodfriend's, 
in Austin, Texas, installed the high style shoe salon shown in the photograph. Mir- 
rors at left and right give illusion of greater space. A variety of styles can be 
shown in the well-designed and prominent shadow-boxes, set in the curved wall. 


AUSTIN, TEXx.—Goodfriend’s, for 40 
years one of Austin’s leading fashion 
specialty shops, has formally opened 
the doors of its new store at Ninth 
Street and Congress Avenue and for 
the first time in its history the store is 
featuring a shoe salon among its 
exclusive shops. 

In charge of the new department, as 
manager and buyer, is Mrs. Ruth 
Lastinger, formerly with Leon’s shoe 
store here. 

In announcing the new department, 
owner Benjamin A. Goodfriend stated 
it was his purpose to complement and 
complete the fashion picture for women 
by a complete fashion coordination in 
fine footwear and correlated acces- 
sories. The bag and glove shop adjoins 
the shoe salon. 


100 


Decor of the new departments fol- 
lows that of the rest of the first floor, 
with smoke-gray walls offset by gray- 
white, pickled walnut fixtures, aqua- 
antique satin drapes and chairs up- 
holstered in aqua-Copenhagen tapestry 
fabric. With a seating capacity of ap- 
proximately 30 persons, the shoe salon 
has curved walls, dropped ceiling effect 
and floor-to-ceiling picture frame mir- 
rors. Special lighting effects are de- 
signed to spotlight from above the mer- 
chandise being shown. 

Mr. Goodfriend, who founded the store 
40 years ago and is still active presi- 
dent of the firm, is assisted by his 
sons, Irving and Nathaniel Goodfriend, 
vice-president and general merchandise 
manager respectively. The store was 
formerly located at 716 Congress. 


Clip Birth Notices For 
Promotion of Infant Shoes 


DENVER, CoLo. — A direct-mail pro- 
motion which is attracting many new 
customers to the Peter Ann Shop, 5700 
East Colfax, Denver, Colorado, is the 
offer of the “first pair of shoes free” 
to mothers of newly-born babies. 

T. E. Gahafer, owner of the new 
$25,000 store, chose his East Colfax lo- 
cation primarily because there were no 
infants’ wear shops nearer than 57 
blocks away in the downtown district. 
Therefore, all Denver newspapers are 
scanned once a day, birth announce- 
ments clipped out, and the addresses 
obtained from the Denver city direc- 
tory. To each new mother goes a hand- 
some direct-mail piece which congrat- 
ulates her upon the event and invites 
her to bring the youngster around for 
the first pair of shoes as a gift from 
the store as soon as convenient. Any- 
where from 6 to 15 a day are being 
sent out, and the result has been quick 
success of the infants shoe department, 
and the store as a whole, according to 
Mr. Gahafer. 

A complete card file system has been 
set up, whereby every sale of every 
pair of shoes to an infant will be regis- 
tered, and an automatic notice card 
sent out when it is time for the next 
pair. Many mothers, particularly those 
with first babies, forget that the grow- 
ing foot needs constant changes in 
footwear, according to Mr. Gahafer. 





Dan Cohen Store 
Re-Opens In Knoxville 


KNOXVILLE, TENN.—Dan Cohen, who 
operated a shoe store on Market Square, 
here, for 20 years, then suspended busi- 
ness a year ago, has now reopened at 
30 East Market Square. 

Attractive modern fixtures have been 
installed and the management antici- 
pates an increasing trade due to_con- 
sistent advertising and better values. 

Kenneth Williams is manager of this 
branch according to W. F. Calhoune. 
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Golf Winners At 
Philadelphia Outing 
PHILADELPHIA — The Philadelphia 
Shoe & Leather Golf Association held 
their Annual Fall Outing at North 
Hills Country Club early in October. 
More than 60 members and guests were 
present and enjoyed the day’s program 
with perfect weather as the main at- 
traction for the golfing members. 
Martin Greenbaum, of Middleburg 
Tanning Company, won low gross hon- 
ors for the day with a fine round of 
76. Other flight winners were Jerome 
Cohen, Allied Kid Company, Specialty 
Div.; Dick Shaefer, Hanover, Pa.; 
W. jC. McDougall, Wanamaker’s 
Store; Robert Stiles, Earl C. Cookman, 
John J. Farley, W. G. Blain. 


Shoe Departments Opened 
In Hosiery Stores 


MILWAUKEE, Wis.—It is usual to see 
a shoe store selling hosiery, but when 
a hosiery firm starts selling shoes in 
its stocking stores—then that’s news. 

That’s what two of the Constant 
Hosiery Stores are doing in Milwaukee. 

The Wohl Shoe Company of St. Louis 
has installed a shoe section in the Con- 
stant stores at 409 W. Wisconsin Ave. 
and 113 W. Wisconsin Ave., in the heart 
of Milwaukee’s downtown shopping dis- 
trict. 

The opening of these two sections 
was under the direction of Herbert 
Mensor, district manager of the Wis- 
consin area. Henry Carpenter is in 
charge of the store at 113 W. Wiscon- 
sin, while Wayne McCoy is in charge 
of the other. Both stores have seats for 
twenty-five customers, with an average 
sales staff of six men. The chair color 





schemes are chartreuse and lime, and - 


they take up the entire back end of the 
store while the hose is sold in the front. 





Bootery Opened 
In Miami Beach 


MAMI BEAcH, FLA.—Firtel’s Bootery 
was opened early in October at 917 
Washington Avenue, here, by Milton 
Firtel, formeriy associated with his 
father, Leon Firtel, in several retail 
shoe operations in New York City. 

The new Bootery is of the salon type 
and features women’s and children’s 
shoes and playshoes. 

Mr. Firtel is a veteran of four years 
service in the Army and has been 
engaged in planning the Miami Beach 
operation since his discharge. 





Britisher Complains of 
Built-In Hot Foot 


LoNDON—In a $400 damage suit, 
George Timmes has charged a shoe com- 
pany here of selling him a pair of shoes 
with a built-in hot foot, according to a 
United Press dispatch. 

Mr. Timmes’ lawyer explained to the 


November |, 1947 


Simplicity Theme at Flah’s in Albany 





Located in the rear of the first floor of Fiah's new store in Albany, simplicity of 
appointment and design keynotes the salon. Note the novel and effective ilumina- 
tion from the combination incandescent and fluorescent fixtures. The color scheme 


is subtle, with light raspberry carpeting 


ALBANY, N. Y. — Formal opening of 
Flah’s new store in Albany was held 
in September. 

The shoe department is one of six 
first floor departments and is designed 
and decorated to harmonize with the 
rest of the store. Both casual and 
formal high grade footwear are carried. 

The use of bleached walnut woods, 


and soft-gray walls. 


plexiglas displays, Swedish modern fur- 
niture and pastel colors are used in a 
pleasing blend of contemporary modern 
design, the work of New York design- 
ers, Peter Copeland Associates. 

Other departments located on the 
first floor for full coordination purposes 
are jewelry, lingerie, cosmetics, acces- 
sories, and sportswear. 





court that Timmes was sitting comfor- 
tably in front of coal frre when sud- 
denly one shoe exploded, according to 
the account. The shoe company’s at- 
torney admitted that the shoe had a 
celluloid lining. 

The court heard the arguments and 
took the case under consideration. 





Advertising of New Line 
Assigned to Agency 

St. Louis—The advertising of the 
new “Trim Tred” shoes for women, 
about to be extensively promoted by 
the Roberts, Johnson & Rand Division 
of the International Shoe Company, 
has been assigned to Krupnick & Asso- 
ciates, Inc., here. 

Four-color and two-color pages are 
scheduled for Charm, Photoplay, Red- 
book and Today’s Woman, plus a con- 
siderable trade paper schedule. The 
new line represents an innovation in its 
field in that under the one name, all 
types and styles of women’s shoes will 
be included. 





Reopen Shoe Department 


RocHEsTerR, N. Y.—McCurdy’s depart- 
ment store has opened its newly-remod- 
eled shoe department. The department 
has been enlarged and re-equipped. 


Charters Issued in Texas 
To Manufacture Shoes 


AusTIN, TEx.—Two shoe manufac- 
turing concerns recently were issued 
charters from the Office of the Secre- 
tary of State here. 

The W. & S. Shoes, Inc., of San An- 
tonio was incorporated by T. W. 
Wheeler, J. R. Stingily and Marie D. 
Lee with capital stock of $10,000. The 
charter was for 25 years. 

The Romick Shoe Corporation of El 
Paso received a 50-year charter, nam- 
ing incorporators as A. H. Romick, 
Frances Romick and A. W. Schuster 
and showing a capital stock of $30,000. 





Attract Youngsters With 
Opportunity To Audition 


DALLas, Texas — A special Teen Age 
Theater has been instituted by Sanger’s, 
Dallas department store. 

Ads announcing the theater request- 
ed boys and girls to come in for audi- 
tions read: “There’s a place for 
actors, actresses, playwrights, mu- 
sicians, stagehands, costume designers, 
set designers between the ages of 12 
and 20 in Sanger’s Teen Age Theater. 
No previous training needed.” 
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RUBBER FOOTWEAR 








RED TOP BOOT 


SHINY BLACK RUBBER 
First Quality 


CHILDS’ 
SIZES: 6 to 10 


$1.65 


MISSES‘ 
SIZES: 11 te 2 


$1.85 


Terms: NET 30 DAYS 26% 
12 Pr. Cases (Full Sizes Only) 


IMMEDIATE DELIVERY 
WELDON SHOE & SLIPPER CO. 


720 Fifth Ave., Pittsburgh, Pa. 














Philadelphia Shoe Merchants 
Discuss Current Trends 


PHILADELPHIA — A large group of 
shoe merchants attended a meeting on 
September 22nd of the Philadelphia Re- 
tail Shoe Merchants Association at the 
Adelphia Hotel, here. Stanley Berger, 
president of the association, presided. 
Members in attendance represented 
many downtown shoe stores as well as 
stores in other parts of the city. 

At these meetings current business 
conditions are discussed and ideas ex- 
changed for bettering them. Trade in 
popular-priced shoes among these Phila- 
delphia merchants is going at a fairly 
brisk pace while the better priced shoes 
have been picking up in volume only 
during the last few weeks. The rising 
cost of food, it is feared, will affect the 
sale of better priced shoes even more, 
while the lower priced shoes will have 
to be presented more convincingly. 

Although no definite solution has been 
reached about having a citywide regu- 
lation of shoe sale dates, constant dis- 
cussion at these meetings is hoped to 
bring about a favorable, workable plan. 
This idea has been worked successfully 
with a group of shoe stores all on one 
street but making it a citywide plan 
will take further consideration, it was 
decided. 


Men’s Shoe Department 
Added To Enlarged Store 


ScRANTON, Pa. — A men’s shoe de- 
partment is being added to the hand- 
some new Schreiber’s men’s wear store, 
415 Spruce st., which is nearing comple- 
tion. Approximately $75,000 has been 
spent in increasing the size of the store 
to more than twice its original floor 
space, rebuilding the interior and fa- 
cade, and installing new fixtures. 

Situated at the rear of the main floor, 
the shoe department extends about half 
the width of the store. Visible stock is 
arranged to follow the contour of a 
curving wall at the back of the depart- 
ment. Modern decor prevails in har- 
mony with other departments. Victor 
Reifus, formerly with the Bond clothing 
store, buys for the new department. 





Second Store Opened 


DetTroIT—Samuel Urnovitz, who has 
operated the Vermont Quality Shoe 
House, located at 3819 Vermont, De- 
troit, for the past 17 years, has just 
opened a new store at 8919 Linwood, in 
the Northwest section of the city, under 
the name of U. S. Quality Shoes. Urno- 
vitz operates a general family type of 
store. 
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“GLAMORIZERS” 





$3.60 per doz. 
No. 508—Black Suede, Beaded Center Orna- 
ment, Silver or Gold $3.60 per doz. 
Samples of other styles on request. 
Immediate Delivery Terms: 2% 10 days 
ALL BOWS WITH CLIPS 


ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 














PRICE TICKETS 








PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 
209 So. STATE ST. CHICAGO 4 








Buy Savings Bonds 














Lefcourt Announces Opening of Miami Shop 


¥ 








Architect's drawing shows the new Lefcourt store in Miami. Note use of glass 
only in the frontage, a feature growing more and more popular in resort locatiens. 


New York — Lefcourt’s, well-known 
men’s shoe store here at 400 Madison 
Avenue, has announced the opening of a 
new shop at 557 Lincoln Road, Miami, 
Florida, on December 15th. 

David Lefcourt, who has managed the 
operation of the New York establish- 
ment, will be resident manager of the 
Miami shop. The management of the 


New York shop will be in the charge of 
Max Lefcourt, who has resigned his 
position with the men’s shoe department 
of Saks, Fifth Avenue. 

The Florida Lefcourt store will fea- 
ture the same high grade, distinctively 
styled men’s dress, sport and casual 
shoes which have built Lefcourt’s repu- 
tation. 
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For Sales Impelling... 
POINT OF PURCHASE DISPLAY 
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At once delivery. 
THE SHOE DISPLAY DE LUXE 


“Dumb Clerk” does a mammoth 
job of selling at point of purchase. 
Holds shoes in attractive posi- 
tion, either on walls or extended 
from shelves. It’s a beauty! Inex- 


Outsole: 


pensive, too! It will pay salesmen 5287 Men's 
to write for territories and prices. 5919W Women's 
Shoe dealers writefor information. | 5918 Boys’ 


Write for 
TERRITORIES 


DumsB CLERK 


Cc. M. BYE, Mgr. 
OSSEO, WISCONSIN 


5281 Men's (6-12) 
5914W Women's (4-10) 6.45 

5913 Boys’ (2'/2-6) 
Also available with Non- 
Marking Composition Sole: 
$6.25 
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BOOTS- 


“SKI 


Ta In 





A High Quality Line of Popuiar-Priced Winter Feetwear 
Compare the Value! 


Treated Chocolate Retan Uppers 
Extra Wide Tempered Steel Shank 
Hexagonal Brass Eyelets 
Grain Instep Strap 
Grain Gusset 
Proper Lasting 
Terms Net 30 days. 
With Full Triple Oil Treated Oak Bend 


















$6.75 
6.25 


6.10 
5.90 An Added Fea- 
ture — Extra 


Long Counter 








Well-lighted and with ample seating accommodations for both the very young 
and older clientele, the interior of the Bootery, in Atlanta, presents a pleasant 
and efficient atmosphere. The corridor in the rear leads te the chiropody offices of 
Or. Kessler and his wife, both gradeate chiropodists, who own the shop. 


ATLANTA, Ga.—Two graduate chirop- 
odists, Mr. and Mrs. Rueben Kessler, 
have proved, in the management of their 


children’s shoe shop, The Bootery, that 
special attention to fit pays dividends. 
Since their store was opened about a 
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year ago, it has gained business with 
what the owners described as astonish- 
ing success, 

The Bootery is the only children’s 
shoe stere in Atlanta, which exclusively 
serves the “cradle to college” group. 
Both Mr. Kessler and his wife have 
practiced chiropody in the Atlanta area 
for the past 13 years, and they chose 
the site of the store with care: it is 
located near the central shopping dis- 
trict of the city, and with department 
stores and specialty shops in the vicin- 
ity. 

Three sales women have been given 
special training by the owners in the 
proper fit and care of feet and in the 
use of an X-ray machine. The Kesslers 
have a suite of offices in the rear of the 
store where they practice chiropody. 


Made Manager of Spokane 
Shoe Store 


SPOKANE, WasH. — Following the 
recent resignation of Eiler Stevenson as 
manager of the men’s department of 
the Warn & Warn shoe store, Otto 
Warn, owner and manager, has now 
announced that D. C. Strong has been 
named to that position. 

Mr. Strong has been the assistant 
manager of the department. 

Mr. Stevenson, who was with the 
shoe firm for eighteen years, has left 
the trade to become associated with an 
automobile company in Spokane. 
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ROMEOS 





.- another PILOT 
SUPER - VALUE 
x** kk 
MEN/’S 
ROMEOS 


NEW LOW PRICE 


Immediate 
Delivery 


kid leather, fully 


Genuine smooth 
formed and lasted. Fiexible street 
weor, clear leather soles. Non-mark- 


ing rubber heels, Live elastic gore, 
Clean workmanship, top grade stitch 
down construction. Black or brown. 
ANY SIZE FROM 6 to 12. Including 
Half Sizes. 


#9532 Tan Kid Romeos 
#9532 B. Black Kid 


The 
PILOT SHOE CO. 


31 Hopkins Place 
Baltimore 1, Md. 
Honest-made since 1899 
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Dias Shoe 


New York Offices, $08-5 10 Marbridge Bidg.. New York 1, N.Y. 
‘West Coast Offices, 401-402 Haas Bidg. Los Angeles 14, Calif, 
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Bostonian Store in Chicago 
Designed for Retailers 


Cuicaco, ILt.—The completely rede- 
signed and remodeled Bostonian shoe 
store at 60 East Monroe Street, here, 
has a wholesale showroom as an actual 
part of the retail store. This is because 
the Bostonian Shoe Company wanted a 
store embodying principles of design 
which visiting retailers could adapt to 
their own uses—a store which would 
compete favorably with a group of 
neighboring, highly styled store fronts. 
The store is designed to give retailers— 
not retail customers—ideas. 

A mezzanine overlooks an interior 
which has radical innovations in the 
form of an entire brick wall down one 
side, a high styled store front in which 
the actual architectural elements in the 
interior are carried right out to the 
street line, and a show window which 
seems to be suspended in an area of 
glass. 

The Bostonian Shoe Store stands out 
as a distinctive store on a street of dis- 
tinctive store fronts. 

“Bostonian is essentially a man’s shoe 
store,” says Morris Lapidus, New York 
architect who did the job, “and every 
effort was made to express its mannish 
character in the design, whose basic 
feeling is simplicity although it breaks 
some traditional rules.” 

In spite of two complete display win- 
dows, one large and one small, the store 
front affords a complete view of the 
entire interior from the street. The 
only elements which are true parts of a 
store front are the show window dis- 
plays, a door and a prominent sign. The 
only obvious support of the large show 
window which takes up the greater part 
of the entrance, is a free-standing slab 
of carnelian granite. The sma!ler show 
window at the side is like a glass bay 
in which has been cantilevered a display 
platform. Directly under this is a 
sunken flower bed in which green plants 
grow the year round. The sign itself 
is a stainless steel cast metal in the 
form of the traditional script used by 
the company. 

The interior offers equally unusual 
combinations: 

Long, accented, horizontal joints on 
the long wall, formed with Roman brick, 
lead the eye directly into the store. 
The opposite wall is formed of birch 
paneling. Running from the brick wall 
to the birch panel on the other side are 
mahogany beams suspended well below 
the ceiling, cutting the height, a feature 
of the old store. The mahogany beams 
house fluorescent lighting in their tops, 
invisible to the customer eye. 

Light is an important feature in this 
store. The fluorescent-illuminated dark 
beams tend to flood the entire interior 
with a high intensity of light. This is 
added to by the streamlined white metal 
fixtures attached to the brick side wall 
and extended out by means of metal 
goose necks. These throw an equally 
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ICE SKATES 
| FIGURE and ROCHE _— 


Men's, Women's, Children’s 
ICE SKATES 
12 Styles IN STOCK 
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3 


le: 
lo 
jo. 


Available 
from 


$5.10 


and up 





Terms: 2/10 N/30 Send for Cataleg 
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intense incandescent light on the fitting 
area. 

In the area under the mezzanine (re- 
served for the wholesale buyers only), 
where the ceiling height is at a lower 
level, there is a secondary, more inti- 
mate selling area than in the main part 
of the store. Here the walls are of 
leather. 

The mezzanine is reached by a par- 
tially enclosed stairway from the rear 
of the store. The showroom itself is a 
simple, streamlined design, where walls 
and ceilings are allowed to merge into 
ene continuous surface. Shoes on dis- 
play around three sides of the room, 
rest on thin continuous rods, cantilev- 
ered out from the wall inconspicuously. 
The effect is of shoes on display, appar- 
ently floating in space. 





Major Expansion Nearing 
Completion in Wolf Brothers 

TAMPA, FLa.—According to Harold 
Wolf, general manager of Wolf Broth- 
ers, a major expansion and remodeling 
program, which will more than double 
the floor area and add several new de- 
partments, is nearing completion. 

Mr. Wolf said that the shoe depari- 
ment, for example, will be increased to 
four times its present size. The new 
shoe department will provide concealed 
storage space for 4500 pairs of shoes. 

Joseph Nathan, formerly manager of 
the shoe department at Blum’s-Vogue, 
Chicago, will supervise the shoe depari- 
ment, it was stated. 

The Wolf Brothers establishment will 
observe its 50th anniversary as a 
Tampa-owned and operated store next 
June. 


Boot and Shoe Recorder 











News of the Salesmitt dtd Syypliers 


Staff Changes Made in 
Heywood Boot and Shoe 


New York—After forty-five years of 
continuous service with the Heywood 
Boot and Shoe Company, John E. Clark 
is retiring from the New York division 





JOHN E. CLARK 


of the shoe company’s sales staff. The 
firm is located in Worcester, Mass. 

Mr. Clark saw the New York office 
grow from a small unit serving rela- 
tively few customers to a most impor- 
tant link in the Heywood sales organi- 
zation serving the most representative 
stores in the nation’s largest city. Offi- 





JOHN W. REHEIS 


cials of the company tendered Mr. Clark 
their congratulations on setting an ex- 
ample of enthusiasm, cooperation, busi- 
ness and personal loyalty. 

At the same time, it was announced 
that one of the latest additions to the 
expanding sales force of the Heywood 
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Boot and Shoe Company is John W. 
Reheis of Newark, N. J., who will rep- 
resent them in the greater New York 
area. 

Mr. Reheis was formerly a represen- 
tative in the New England area for nine 
years with Dr. Scholl’s sales organiza- 
tion. The Manhattan area sales will 
continue to be directed by W. E. Wilson 
who has been manager of the Heywood 
New York office since 1934. 

George W. Manson, it was revealed, 
of the Heywood Boot and Shoe Com- 
pany, completes nineteen years on the 
firm’s sales staff this year. Mr. Man- 
son’s activities in the shoe industry give 
him a total of fifty-three years on the 
road. 


South African Firm 
Licensed by U. S. Shoe 


CINCINNATI, O0.—Executives of U. S. 
Shoe Corporation, with head offices 
in Cincinnati, and Edworks, Limited, 
South Africa, concluded negotiations 
Oct. 9 for manufacture of Gold (Red) 
Cross shoes in South Africa under a 
license agreement. 

Edworks officials signing the agree- 
ment were B. Dodo, M. M. Dodo and 
H. A. Kendall. 

Edworks is the largest manufacturer 
of .footwear in South Africa and has 
produced 15 per cent of the total shoe 
cutput there in 1946. 

The company will make Gold (Red) 
Cross shoes at its plant in Pietermar- 
tizburg, S. A. 

U. S. Shoe executives reported that 
this is the fourth arrangement concluded 
for manufacture of shoes abroad. Simi- 
lar arrangements prevail in England, 
Australia and New Zealand. 

Edworks will also sell the shoes 
through a large chain of retail outlets 
operated by the firm. 





Represents Two New Lines 


PHILADELPHIA — Bob Krischer, for- 
merly with the Dia-Tred Shoe Corp., is 
now representing the Aircraft Shoe Co. 
of Auburn, Me., on sport welts, and the 
Ridgely Shoe Co. of Baltimore, Md., pro- 
ducers of children’s high grade cement 
shoes, for the jobbing and chain store 
trade. 

Mr. Krischer is a veteran of many 
years standing in the local shoe industry 
and will continue to contact the trade 
on his new lines from his present show- 
room in Philadelphia. 


Trimfoot Makes Additions 
To Sales Force 


FARMINGTON, Mo. — Three new sales 
representatives have been appointed to 
the national sales organization of the 
Trimfoot Company, here, it was an- 





RICHARD LUND 


nounced recently by company officials. 

Richard Lund was appointed to cover 
Southern Indiana, Ohio and Northern 
Kentucky; Walter McVickar, States of 
Washington, Northern Oregon, Idaho 
and Montana; Sam Stone, States of 
Colorado, New Mexico, Western Ne- 
braska, Kansas and Texas. 





WALTER McVICKAR 


Richard (Dick) Lund, of St. Louis, 
Mo., a former Air Corps veteran, has 
a broad background in advertising and 
sales programs in the St. Louis area. 

Walter McVickar, who has long been 
prominent in the shoe industry, was 

[TURN TO NEXT PAGE, PLEASE] 








E. T. Wright Appoints 
Salesman In Mountain States 


ROCKLAND, Mass.—E. T. Wright & 
Company, Inc. has announced the ap- 
pointment of William P. Torpey to rep- 





WILLIAM P, TORPEY 


resent the firm in Montana, Idaho, 
Wyoming, Nevada, Utah, Colorado, Ari- 
zona and New Mexico. 

Mr. Torpey had retail shoe experience 
previous to the war with Brown’s Shoe 
Store of Oil City, Pa., and during the 
last two years with Bullock’s men’s shoe 
department of Los Angeles. 

During World War II, Mr. Torpey 
served as a Marine and saw action 
aboard the aircraft carrier Monterey. 
This ship was part of the famous Task 
Force 58 and was engaged in six dif- 
ferent battles. 

With his wife and child, Mr. Torpey 
will make his home in Los Angeles. 





General Manager of 
New Brown Division 


St. Louis.—Named general manager, 
recently, of the Brown Shoe Company’s 
new Westport Division is Theodore E. 
Schroth. Mr. Schroth joined the Brown 
Shoe Company, July 1, 1938. 

Originally, he was assista it sales 
manager of the old White House gen- 
eral line division of the firm, in which 
capacity he remained until the Autumn 
of 1942 when he was made general mer- 
chandise manager and coordinator of 
women’s and children’s shoes. He was 
elected a director of the Brown Shoe 
Company on Nov. 1, 1944. 


Prior to his association with Brown 
he was a member of the Chicago Stock 
Exchange and in the brokerage busi- 
ness in Chicago. He moved to St. Louis 
in 1935 and was a member of the staff 
of Harris-Upham Company for several 
years before joining the Brown Shoe 
Company. Mr. Schroth was educated 
at Beloit College and Chicagu Uni- 
versity. 





Four St. Louis Manufacturers 
Honored For Brand Names 


New YorkK—The brand names of four 
St. Louis shoe manufacturers were 
among 60 brand names which received 
Certificates of Public Service from the 
Brand Names Foundation in recogni- 
tion of the 50 or more years they have 
served American consumers, at a din- 
ner held at the Coronado Hotel in St. 
Louis on September 29th. 

Shoe brand names receiving these 
awards were: Johansen shoes, first 
made by the Johansen Bros. Shoe Com- 
pany in 1876; Diamond Brand Shoes, 
introduced in 1892 by the Peters Di- 
vision of International Shoe Company; 
Buster Brown Shoes, introduced by 
Brown Shoe Co. in 1893; and Star 
Brand shoes, produced since 1894 by the 
Roberts, Johnson and Rand Division of 
International Shoe Company. 





Moves West Coast Office 
Boston, MAss.—On November 1, the 
L. B. Evans’ Son Company moved its 
West Coast headquarters from Hotel 
Lankershim to the Haas Building, Room 
1109, 219 West 7th Street, Los Angeles. 
McLain Russell heads this sales office. 


Made Southeastern Salesman 
For Cobblers, Inc. 


Los ANGELES.—The appointment of 
David E. Holt to succeed H. D. Gann 
as sales representative covering the 





DAVID E. HOLT 


southeastern states for Cobblers, Inc., 
here, was recently announced. 

Mr. Holt has been 18 years with The 
Boston Store, Fort Smith, Ark., one 
of the South’s well known department 
stores; and for the past 10 years was 
buyer of ladies’ high grade shoes. 

“Buddy” Holt began his sales activi- 
ties at the National Shoe Fair at Chi- 
cago, and will show his firm’s lines at 
the Augusta, Ga. Show at the Hotel 
Sheraton Bonair, in November. 


Announces Retirement 


MILWAUKEE, Wis.—Joseph H. Evers- 
ton has announced his retirement as 
president and director from the Evers- 
ton Shoe Company, here. 

He will devote future efforts to the 
merchandising and promotion of his 
numerous patents on women’s and chil- 
dren’s shoes, Mr. Everston revealed. 





Named Sales and 
Promotion Manager 


St. Louis—R. W. “Dick” Phipps has 
been named sales and promotion mana- 
ger of the Spalsbury, Steis & Deevers 





R. W. PHIPPS 


Shoe Manufacturing Co., here. He has 
been associated with the firm for seven 
years as a salesman traveling the south- 
western and California territories. 

Mr. Phipps will continue to be in close 
contact with all accounts of the firm, 
making personal visits as often as pos- 
sible. His new duties formerly were di- 
rected by Matt A. Steis who will con- 
tinue his executive duties. 





Moves to Larger Quarters 


Los ANGELES—The newly reorganized 
Sunny California Footwear has moved 
from 734 So. Hill St., Los Angeles, to 
larger factory quarters at 2911 So. Cen- 
tral Avenue. 


Trimfoot Makes Addition 
To Sales Force 
[CONTINUED FROM PAGE 105] 


formerly vice-president of the Burns 
Cuboid Co. He started in shoe busi- 
ness more than twenty years ago in a 
retail store and since that time he has 
built up a large acquaintance through- 
out the industry. Mr. McVickar will 
make Seattle, Wash., his headquarters. 

Sam Stone, of Boulder, Colo., comes to 
Trimfoot after 13 years in shoe retail- 
ing. He recently completed a course of 
training at the Farmington, Mo., and 
Newport, Ark. plants. 
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GOLD AND SILVER KID 


6 Oe 





HOLLYWOOD STAR 


age and Silver Kid 
WEDGIES 









Ankle Strap 


No. 6100 GOLD KID $4.00 Net 
Sizes 4-9 M Width 


No. 6101 SILVER KID $3.25 Net 
Sizes 4-9 M Width 


Swirl Pattern 


No. 6104 GOLD KID $4.10 Net 
Sizes 4-9 M Width 


No. 6105 SILVER KID $3.35 Net 
Sizes 4-9 M Width 


PLACE YOUR ORDER NOW! 


NU-WAY SHOE COMPANY, INC. 




















142 Duane St. - New York 13, N. Y. 
SKi BOOTS 








PROFESSIONALLY STYLED 








© Brown Leather Uppers or Con- | 


or Leather 
©@Ski Boots ¢ Available 


si 


and up 





LADIES* SIZES 3-9 
MEN'S SIZES 6//-12 
2/10 N/30 Send for Catalog 


ARNOFF SHOE COMPANY 


November |, 1947 





Celebrates 20th Year 
With N. Brezner & Company 


Boston, Mass. — Jack Schweitzer, 
sales manager and a director of N. 
Brezner & Company, tanning firm with 





JACK SCHWEITZER 


main offices here, recently celebrated his 
20th year as an employee of the com- 
pany. 

During the period of his employee 
with N. Brezner & Co., Mr. Schweitzer 
has worked in every department of the 
tannery, in New Hampshire, and the 
main offices in Boston. 


Made Sales Representative 
For W. L. Kreider 


PatMyrA, Pa.—Harold M. Reed, of 
Cincinnati, Ohio, was appointed by the 
W. L. Kreider’s Sons Mfg. Company, 
Inc., to replace the firm’s Ohio repre- 
sentative, Sam E. Wilkinson, who has 
been forced to retire because of ill 
health. 

Mr. Reed, who will cover the States 
of Michigan and West Virginia in addi- 
tion to Ohio, is a World War II veteran 
and has had some nine years experience 
in shoe retailing, most of which was 
gained as a shoe buyer for the H. & S. 
Pogue department store, Cincinnati. 

W. L. Kreider’s Sons manufactures 
juvenile footwear. 








Representative Appointed 
By Display Firm 

St. Louis, Mo. — The Friedman Dis- 
play Company, 404 Norton Building, 
Jefferson and Fourth Sts., Louisville, 
Kentucky, has been appointed an au- 
thorized jobber representative for the 
Roger Kent Company, it was announced 
recently. The new representatives will | 
cover the area included in a radius of 
80 miles from Louisville and also the | 
southern half of Indiana. 

The Friedman Display Company will 
maintain complete showroom facilities 
and will be equipped to service all ac- 
counts in the area on window and in- 
terior store fixtures and display re- | 
quirements in plastic. 
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SHOE SANITIZER 





Protects YOUR foot health 


| ‘This sign on your window meons Increased 
sales. See page 94, and see why. 








ROMEOS 








BROWN KID ROMEOS 






SIZE INS—Dally or Weekly 


#510: Men's, 


Stzes: 6 te 12 
24 Pr. to cose 
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76 Reade St... New York 7 
COrtiand 7-4709 
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BOWLING SHOES 
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LOOK! REAL VALUES! 


Men's Bowling Shoe Oxfords in Biack 
Kid Leather. Left Shoe, Leather Sole. Right 
Shoe, White Rubber Sole. Packed 36 prs. to 
a case, 6/Ii, 7/12 @ $2.50 a pr. 

Men's Bowling SHOES in Black, 
Brown, and Beige, size 6/!!. Packed 36 prs. 
to a eve 50 a pr. 





Closing Out Ladies’ Black Bowing Oxfords, 
sizes 4/8, packed 18 y Lang a a Aw @ $2.00 a pr. 
Terms: Net 30 B. Pittsburgh, Pa. 





ARLYNN SHOE co. 
902 FIFTH AVE. PITTSBURGH 19, PA. | 
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FOOT APPLIANCES 





—™~ 








Flexible arch sup- 


bottom. Perfect 
Quick sales and big 
profits. Also complete fine of rubber parts for 
supports and shoe corrections. Write catalog. 

A. . Bs ae Gureerens LAB. 
1024 W. Angeles 14, Calif. 
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RIDING BOOTS 



















IN STOCK 
FOR PROMPT 

DELIVERY 
J. M. CONNELL 


SHOE CO. 
South Braintree 


Pacific Coast Distributor 
Los‘Amgeles, Calif, 





~~ 


Add Three Salesmen To 
Acrobat Division, General Shoe 


NASHVILLE, TENN.—The appointment 
of three more sales representatives to 
the Acrobat Shoe Company, division of 





PHIL GREEN, JR. 


the General Shoe Corporation, here, has 
been revealed. 

Phil Green, Jr., will represent this 
division in Wisconsin and Northern 
Illinois with the exception of the Chi- 
eago district. 

A graduate of the University of In- 
diana, Mr. Green comes to Acrobat 
from General Electric Company, Ft. 
Wayne, Ind., where he was advertising 
manager. His previous experience was 
in the retail shoe busiaess where he was 
connected with his father, P. E. Green, 
who represents the Acrobat Division in 
Indiana. 

V. A. Jefferies will represent Acrobat 





V. A. JEFFERIES 


in the States of California, Nevada and 
Arizona. He succeeds Paul M. Bihl- 
man, who is transferring to the Jar- 
man Division. 

Mr. Jefferies spent nearly ten years 
with General Shoe Corporation as man- 
ager of the Jarman Retail Leased De- 
partments in the Brooks Clothing 
Stores in California. Prior to that time 
he traveled on the road in California 
for the International Shoe Company. 


Rick Campbell will represent Acrobat 
in the Arkansas-Louisiana territory 
where he succeeds Charles Umsted, Jr., 
who is transferring to the Texas terri- 
tory to succeed Glenn Heerensperger 
who has resigned. 

Mr. Campbell comes to Acrobat with 
a background of retail shoe experience, 
most of which was spent with the J. C. 
Penney Company. He served in the 
Army Air Forces in the European 
Theater where he was Assistant Opera- 
tions Officer, second in command to Ma- 
jor Jimmy Stewart, the movie actor. 
Suffering wounds when he landed a 
damaged bomber on his seventh mission 
over Europe, Rick Campbell returned 





RICK CAMPBELL 


home where he has just completed a 
Business Administration Course at the 
University of Arkansas. 





Brown Shoe Takes Over 


Two Milius Plants 


Sr. Louris — Clark R. Gamble, vice- 
president of the Brown Shoe Co., re- 
cently announced that Brown would op- 
erate both the Festus, Mo., and Piggott, 
Ark., plants of the Milius Shoe Co. 

The Festus plant, Mr. Gamble said, 
will be coordinated in the Brown Shoe 
Co. production system. The plant has 
been operated by Milius Shoe Co. since 
1933 and at its pre-war peak employed 
650 workers producing about 1,000,000 
pairs of shoes a year. The Piggott, 
Arkansas plant, which is still in the 
process of construction, will be ready 
for production about January 1. 

Milius reported that no final arrange- 
ments have been made for the other 
two properties of the firm, both of 
which are located in St. Louis. The 
Milius firm is pursuing its plans an- 
nounced September 19 of selling its 
plants, liquidating its assets and “with- 
drawing from the novelty footwear 
business.” 





| Buy Savings Bonds 





Boot and ‘Shoe Recorder 











bat 


ory 
it. 


yer 


ith 
ce, 


the 
an 
ra- 
la- 
or. 


on 
ed 


os & 


>, Ve i , wey CFF 





Wai) 


~~ eee 


~~ WOMEN'S FLATS 











WOMEN'S FLATS 


Oak Leather Soles and Heels 


Brown Elk 
Red Elk 
Black Suede 


Sizes 4-9 | 

$2.75 
Net 10 days 
F.0.8. N. Y. 








In Stock — At Once Delivery 
See Us at Detroit and Cincinnati Shows 


POLONER SHOE CO. 


156 Duane Street New York 12, W. ¥. | 
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GIRLS’ SHOES 








GIRLS’ LEISURE SHOES 


Smeete Gantinr Gages © Guati Geacating | 
Brown Rubber Soles 






Immediate 
Delivery 


—_ | 
| 


F.O.B. N. Y. 

Net 10 Days 
BROWN—Sizes: 4 to 9 | 
Packed 36 prs. to a case | 


See Us at Detroit and Cincinnati Shows 
POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 
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MEN'S SLIPPERS | 
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Men's Leather Everett 


Sizes 6 to 12— 
D wide 


| 
Style #109 | 
36 pair cases | 


Men's brown smooth leather opera 
slipper. Russet sheep vamp, quarter, 
sock lining. Leather sole, rubber heel. 


$2.65 Net 30 days. immediate Delivery 


A. O°’SHEA 


| 
| 
212 Essex St., Boston, Mass. | 











November |, 1947 


Large Volume Created by 
Shoe and Handbag Promotion 


New YorK—James McCreery & Com- 
pany, department store here, has achiev- 
ed a singular success in an aggressive 
promotion of shoe and handbag combina- 
tions. Devoting one-third page in metro- 
politan newspapers to the promotion, 
1200 handbags in three days and 1600 
pairs of shoes in a week were sold re- 
cently. 

The shoe and bag combinations were 
developed by the Colt-Cromwell Com- 
pany, established boot and shoe concern, 
of Stoughton, Mass. Sales, to date, of 
the shoe and bag line in James McCreery 
& Company have exceeded already those 
of 1946. 





Weingarten Starts Wholesale 
Shoe Firm in Detroit 


Detroit — Murray Weingarten has 
opened LaSalle Footwear, Inc., 2032 
Park Avenue, as Detroit’s newest whole- 
sale shoe house. He is carrying a com- 
plete line of women’s, men’s and chil- 
dren’s quality grade footwear and sell- 
ing throughout the Michigan territory. 

Before coming to Detroit he was buy- 
er and general manager of Milgrim’s 
shoe department with stores located in 
New York, Miami Beach, Cleveland and 
Detroit. In 1940 he came to Detroit 
when Sak’s Fifth Avenue opened their 
store here. 

For the past seven years he has been 
on the road in Detroit and throughout 
the state of Michigan, representing the 
Midland Shoe Company of New York. 
For a short time he represented Roger 
Brothers of Boston before opening his 
own business in Detroit. 


Shoe Fashion Creator 
Reestablishes Paris Studio 


Paris — Henri Carpentier is now re- 
turned to his studios at 3 Rue Balny 
d’Avricourt, Paris, 17, where he is spe- 
cializing in shoe fashion creations. 

Monsieur Carpentier was mobilized 
with the French Army in 1939 and saw 
service in many fields. 

Before the war, under the name 
Henri Max, he was well known for 
his creations and designs. For many 
years he acted as exclusive creator for 
a well-known British manufacturing 
house, 





Announces Slipper 
Manufacture 


Los ANGELES—Jack Lewis, owner of 
California Footwear, Inc., 404 W. Sun- 
set Blvd., Los Angeles, has announced 
that he is manufacturing flat bedroom 
slippers with full fur vamps in all col- 
ors which will be sold directly to the re- 
tail trade. Mr. Lewis was formerly 
manufacturing footwear in New York. 
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BOWLING SHOES 











Genuine VOLCO 
BOWLING 
OXFORDS & SHOES 

> 





A-160 Women's Black 
Oxford, Rt. Hand, $3.70 pr. 


| A-170 Women's Black 
Oxford, Left Hand, $3.70 pr. 


A-180 Men's Black 
Oxford, Rt. Hand, $4.20 pr. 


A-190 Men's Black 
Oxford, Left Hand, $4.20 pr. 


Prices subject te change withoct notice. 
'P. H. VOLK & Co. 


2-4 W. Lombard St. Baltimore, Md. 
Wholesale Distributors 











SHOE SANITIZER 





This sign on your window means new patrons 
in your store. See page 94, and see why. 








WORK SHOES 
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Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Hollistes, Messechesetts 
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. QUALITY SHOES 


BELOW CURRENT PRICES 


E™ K. WEIL SHOE CO. 5 


While in Town Seo Weil 
Fics 1215 Washington Ave. we Sie 


St. Lovis 3, Mo. 





PLASTIC SHOE FORMS 








kcal femeemine ; 

Ladies’, misses’, children's, Infants’ — flesh 
color only, varied heel heights and sizes — 
immediate delivery. Write for samples, aiso 
HOSIERY FORM details and Shoe Findings 
Catalog. 

LYONS & COMPANY 

120 Duane St., New York 7, x. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 














OFFICE COATS 








OFFICE COATS 


Office and Shop 
Coats in All 
Fabrics and Colors. 


Also 


Legion and 
Auxiliary Uniforms 





ai 


De BRIN UNIFORM CO. 
LE 2-7052, N.Y. 16, N.Y. 


HARRY L. 
148 E. 33 ST., 
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Covers Middle Atlantic States 
For Bates Shoe Company 


Boston, Mass.—The Bates Shoe Com- 
jany, of Webster, Mass., has announced 
the appointment of Harry D. Klafter 





HARRY KLAFTER 


as sales representative in the Middle 
Atlantic territory. 

Mr. Klafter for a number of years 
has acquired a wide and intensive ex- 
perience in the merchandising of men’s 
shoes, and the Bates Company has ex- 
pressed the belief that “his counsel 
will be appreciated by dealers during 
this period when the various problems 
in the shoe business call for intelligent 
guidance from factory representatives.” 





Find Outdoor 
Advertising Effective 


St. Louris—Roy Sundling, vice-presi- 
dent and sales manager of Brauer Bros. 
Shoe Co., here, and Leonard Healy, 
president of D. J. Healy Shops, Detroit, 
have discovered a powerful merchandise 
moving wallop in billboard advertising. 
Billboards not only make people con- 
scious of a name product, they believe, 
but if the medium is used to inform the 
consumer where the merchandise can be 
purchased and for how much, it works 
with the speed of a newspaper ad. 

What sold them on the outdoor me- 
dium was their recent success in a joint 
promotion in the Detroit area in which 
Brauer Bros. Shoe Company and the 
D. J. Healy Shops in Detroit joined in a 
large-scale promotion. Actually they 
used four media, though the emphasis 
was on the outdoor medium. The adver- 
tising broke September 5, a Friday, the 
day a half-page ad appeared in Life. 
Supplementing this were radio spots 
and newspaper space which called atten- 
tion to the billboards as well as pro- 
moting the shoes in their own right. 

The boards, with lights to make them 
vsible after dark, remained up 60 days, 
with the newspaper ads and radio spots 
being used at intervals during the 
period. Fifty-four boards were used 
(all of them 24-sheet poster size), at the 


most heavily trafficked corners in De- 
troit and at strategic locations on main 
highways on the approaches to the city. 
Though results of the promotion were 
not exceptional during the first week, 
the second week broke all previous ree- 
ords of the seven Healy Shops in having 
customers call for the shoes by name. 
The brand sales increased 25 per cent. 
Store traffic was also exceptionally 
heavy. 


A. H. Bogutz Honored 
By Fashion Group 


New YorkK—A. H. Bogutz, president 
of Newton Elkin Shoe Co., and former 
president of The Guild of Better Shoe 
Manufacturers, was awarded a certifi- 
cate of honor by the Philadelphia Fash- 
ion Group at the pageant of fashion re- 
cently in Philadelphia, sponsored by the 
Philadelphia Fashion Group and the 
Philadelphia Museum of Art. 

Mr. Bogutz was one of the ten design- 
ers who were selected to create fashions 
shown at the dinner and fashion show- 
ing. 

The certificate presented to Mr. 
Bogutz read “in recognition of outstand- 
ing achievement in the field of fashion 
in the year 1947.” 





Appointed Representative 





NATHAN SHAPIRO 


One of several appointments made by 
Vic Colton, president of Colton Shoe 
Mfg. Company {BOOT AND SHOE 
RECORDER, October 15, page 389), 
Nathan Shapiro will cover all territory 
West of the Rocky Mountains for the 
firm, making his headquarters in the 
Haas Building in Los Angeles. 





United Shoe Machinery 
Plans Wooden Heel Plant 


SouTH CHARLESTON, 0.—The United 
Shoe Machinery Corp. has announced 
plans for construction of a new plant 
at South Charieston, O., next year, for 
the manufacture af wooden heels for 
shoes. 
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MEN'S ROMEO’ 
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Leather Quarter Lining § <;.... g_12 


No. 380 Brown Kid 
No. 38! Black Kid 


$2.60 


IMMEDIATE 
DELIVERY 









Minimum Order 
Terms: N/I0 F.0.B. N. Y. athena 
Packed 24 prs. to case. 


Featuring: CROSS-OVER Shoes for Men 


KANDEL SHOE CO. 
Men’s and Boys’ Fine Shoes 
114 Reade Street New York 13, N.Y. 








Caplin Sales Head of 
Harold Shoe Company 


HAVERHILL, Mass.—Richard Caplin, 
well-known shoe man, has been put in 
full charge of the sales and advertis- 
ing management of the Harold Shoe 
Company Inc., Haverhill, manufactur- 
ers of boy’s and girl’s oxfords. 

With stock now available in satis- 
factory quantities, Mr. Caplin has an- 
nounced an expanded advertising pro- 
gram for Fall. Along with the na 
tional advertising, dealers are to be 
equipped with mats and window dis- 
plays designed in the modern manner. 





Incorporate 


CINCINNATI, O.—Jeff’s Men’s Shoes, 
Inc., has been incorporated under Ohio 
law with $25,000 capital. Incorporators 
are Samuel J. and Ann Schwartz and 
Fred Weiland, Cincinnati attorney. 
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Jim Duval Now Salesman 
For Ward Hill 


Warp Hit, Mass.—As part of a pol- 
icy of readjusting and rearranging 
sales representation now that the com- 
pany is engaged in national advertis- 
ing, Knipe Bros., Inc., Ward Hill, re- 
cently announced that James Duval of 
Kansas City had joined their sales 
staff. He will carry the line in Mis- 
souri, Arkansas, Nebraska, Kansas and 
Texas. Until recently he represented 
the Charles A. Eaton Company. 





Rand Speaks at Meeting 
Of Missouri Industries 


Sr. Louis—Frank C. Rand, chair- 
man of the board of International 
Shoe Company, was one of the featured 
speakers at the annual meeting here 
October 31 of the Associated Industries 
of Missouri. A part of the meeting 
was given over to a joint discussion 
between business and labor of “What's 
Ahead in Human Relations in Indus- 
try.” Besides his talk, Mr. Rand pre- 
sented a preliminary statement of crit- 
ieal problems in labor-management re- 
lations. 


Students Learn Practical 


Limits on Shoe Design 


Sr. Lours—Greater emphasis on 
practicality is being featured in the 
Fall semester’s shoe design class at 
Washington University here as Hugh 
M. Crull, chief stylist of the Interna- 
tional Shoe Co., takes over as lecturer 
to the group. 

By providing the students with the 
guidance and counsel of a shoe stylist 
who can inform the future designers 
“what can and what cannot be done” 
with leathers it is hoped that the class 
will be better equipped with the “know- 
how” of shoe design to enable them 
to make the transition from student to 
designer when they leave the campus 
to seek jobs in the shoe industry. 

Designs are of no worth, regardless 
of their beauty, unless they can be made 
into shoes, the students are being told. 
To give the embryo stylists a better 
picture of the practicability of their de- 
signs, more attention is being given to 
making pull-overs on lasts than was 
practiced by the class last term. 

The class will continue to sketch their 
designs prior to testing them on lasts, 
however, but they will have a better 
advance knowledge of whether their 
creation can be made into a shoe. 

Though Mr. Crull will lecture the 
students only twice monthly the class 
meets once a week and the members, all 
a part of the student body of the Col- 
lege of Fine Arts, may put in as much 
as three days a week or more, as their 
schedule permits, to their efforts in shoe 
design. 
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CHILDREN'S SLIPPERS 








GENUINE SHEARLING 
BUNNY SLIPPER 


IMMEDIATE DELIVERY 


BIG 
DOLLAR 
RETAILER 


Children's sizes 
6 to 10. 60¢ pr. 
Misses" sizes 
11 te 2. 65¢ pr. 
Also complete line of men's, women's & 
children's prewelt shearling slipper 


Midwest Shoe & Slipper Mfg. Co 


1100 W. Washington Bivd. Chicago 7, Il. 
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CHILDREN'S SHOES 
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SMOOTH LEATHER UPPERS 


Non-Marking Rubber Soles 
and Heels 


$2.00 


N/10 days 
F.0.8. N. Y. 






Colors: BROWN or BLACK 
Sizes: 8!/4-12; 12!/2-3 


IN STOCK IMMEDIATE DELIVERY 


Ben Marbach Footwear Co. 


107 West Broadway New York 13, N.Y. 
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BARIS SELLS 


Quality Shoes from “> 
Merchandise. Better for 
BARIS SHOE egg 


WOrth 2-51680-1 
79-81 Reade St., New York 7, kh. Y. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMAN WANTED 








TOP LINE OF POPULAR PRICE 


SHOE SALESMEN WANTED 


TERRITORIES: WEST COAST, 
DEEP SOUTH, MIDWEST 


Golden opportunity for live wires io get in on a reali gravy train—selling 
WOMEN’S CASUALS for SPRING DELIVERY. 
Breath-taking styles that smash all sales resistamce and pave the way to 
substantial earnings. Good Commissions; Drawing when qualified. 

MEN FOR THIS LINE MUST BE REAL PRODUCERS. ACCUSTOMED TO BIG 
MONEY. MUST HAVE A NUMBER ONE FOLLOWING. No others need apply. 
No objections to side line. All replies held in strict confidence. 


ADDRESS: BOX No. 149, BOOT AND SHOE RECORDER 
100 EAST 42nd ST., NEW YORK 17, N. Y. 








EXPERIENCED, LIVE-WIRE 
SHOE SALESMEN WANTED 


Well-known, New York house has openings for 
salesmen with established followings in +er- 
ritory specified. Expansion program creates 
additional opportunities: 


#1: Eastern Pennsylvania 

#2: W. Penn. & W. Virginia 

#3: Michigan & Ohio 

#4: Baltimore, Washington & N. C. 
#5: Chicago & surrounding area 


Write fully in strict confidence. Our men know 

of this ad! 

Address Box 151, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








WESTERN PENNSYLVANIA 


SALESMEN WANTED 


To represent well-known New York 
Wholesaler with In-Stock Line of 
Welts, Pre-Welts, three-soles, 
Compos, etc., in Baby, Infant, 
Child's, Misses’ and Boys’ sizes. 
Top quality Lines.. Active ac- 
counts in area.. Can be handled 
as sideline, with non-conflicting 
Line. 


Address Box 158, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 





EXCELLENT OPPORTUNITY 
HIGH TYPE SALESMEN 


For following territories: 
1. West Coast. 
2. Middle West. 


3. West Virginia, Virginia, 
Kentucky, Tennessee, 
North Carolina, South 


Carolina. 


This is an exceptional opportunity 
for person with following in above 
territories to represent nationally 
advertised line now being sold at 
the finest stores throughout the 
country. 


Address Box 161, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














lars, qualifications and photo to 


1701 WEBSTER ST. 


EXCELLENT OPPORTUNITY 


Openings available for high-type, experienced men interested in represent- 
ing well-known foot appliance manufacturer. Complete, well-accepted line. 
Must know corrective fitting, have car and be free to travel. Previous road 
experience helpful but willingness to work and serious desire to succeed 
prime considerations. Full time—no side-line. Excellent opportunity for 
exceptional earnings. Several good territories available. Send full particu- 


SCOTT FOOT APPLIANCE CO. 


OMAHA, NEBRASKA 


SALESMEN WANTED 


Mid-Western WORK SHOE MANUFAC- 
TURER has openings for several good sales- 
men to contact retail merchants. Prefer men 
now carrying a reputable Manufacturer's 
Line. Territories open: New York State, 
Pennsylvania, Ohio, Kentucky, Indiana, Mis- 
souri, Arkansas, Oklahoma, Texas and Kan- 
sas. Give full particulars, including age, 
experience, nationality. Line now carrying, 
and territory covering; also references. 
Address Box 155, care BOOT & SHOE RECORDER 
208 Se. State Street, Chicago 4, III. 

















SALESMEN WANTED 
AMERICA’S LARGEST VOLUME MOC- 
CASIN MANUFACTURER desires repre- 
sentation in California, Illinois, Indiana, 
Wisconsin, Minnesota; also New England 
States, selling Jobbers, Chains, Retailers. 
Lucrative commission rates. State present 
associations, as well as qualifications and 
character references. 

Address Box 156, care BOOT & SHOE RECORDER 
100 East 42nd Street. New York 17, N. Y. 











tisers on contract. 





CLASSIFIED ADVERTISING RATES 
The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box number is 
desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If advertiser's own 
name and address is used, count each word (street number is one word) at word rate. 
vance. Send check or money order with your copy. No accounts are opened for classified advertising except for regular adver- 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 
all Advertisements for this page must be in our New York Office 10 days preceding publication date 


Classified advertising is payable in ad- 


“= 
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SALESMEN WANTED SALESMEN WANTED | SALESMEN WANTED 








saueamASatenne eSumnano* | {SALESMEN WANTED 


A leading manufacturer of better-grade men’s shoes, nationally adver- To Sell Manufacturer's Line of 
tised, offers a rare opportunity for an experienced salesman covering Growing Girls’ Goodyear Welt 
Texas, Oklahoma, and southern Louisiana. Must have successiul record Sports and Men's Goodyear 
with retailers in this territory. Commission basis. Write complete details . . 

Welt Loafers direct to Chain 


in your first letter. Our entire sales staff know of this advertisement, and 
your application will be held in absolute confidence. 


Address Box 124, c/o BOOT & SHOE RECORDER 
100 East 4Znd Street, New York 17, N. Y. 


Stores and Retail Accounts on 
Commission basis. Territories 
now open: 

1. No. and So. Caroline. 2. Texas. 
3. Virginia and W. Virginia. 4. Louis- 
iana. 5. Michigan. 6. Nebrasko. 7. 
Western Pa. 8. Minnesota, No. and 


EXCELLENT SHOE POLISH So. Dakota. 9. New York, excluding 


OPPORTUNIT New York City. 
¥ SALESMEN WANTED | Address Box 160, care BOOT & SHOE RECORDER 

















WANTED: EXPERIENCED : ace 100 East 42nd Street, New York 17, N. Y. 
LADIES’ SHOE SALESMAN call- Seeeannd to Wienny Wik Wit 

~ rtment Stores for Mid- Following. Product well known and in- 

ing on Vepariment stores tor Mit tensive advertising planned. State age; | | 

dle West Territory. Line well es- qualifications; territory covered; past Salesmen to represent 
tablished in territory. Apply: earnings; when available, and basis of manufacturer of nationally 


compensation desired. Must have car. advertised ‘Cathy Orig- 


STEIN-SULKIS SHOE COMPANY Replies will be kept confidential. | inals' in stock consisting of 


Haverhill, Mass. Address Box (83, care onyteg SHOE RECORDER Baby Dolls and other out- 
enh atic tan A edt bec | standing styles in low heeled 


shoes. 

This line can not be car- 
ried as a side line. 

Also excellent opportunity 


I F you are an experienced salesman of for Canadian representa- 
women’s high style shoes . . . tive. 

















IF Give full particulars and 

: East . references. All replies 

ee nnn will. A omega treated strictly confidential. 
an assured income in the upper brackets Address Box 176, care BOOT & SHOE RECORDER 





100 East 42nd Street, New York 17, WN. Y. 











je , pe neal Mg A gl — RB 
aie a | Yee sae entatoee "and eters nO 
Gn lennack cate Wttels 6s Ge tie to. patos G177, case Bost § Some Reety, 
industry ... ERY OLD, ESTABLISHED BOSTON 


DISTRIBUTORS of a General Line of Good 
Shoes Require Additional Salesmen to carry as 
Sidelines all or part of their established Quality 


IF ou want to represent Agne ica’s best Lines. Many territories open throughout the 
dbs a wees with established accounts. We have 


. . country, 
most extensively nationally ad- handled the same Good Lines for 30 years, and 


Salesmen are expected to take on the Line with 











tised ii Z 
— of w ad yle shoes ... the expectation of representing us permanently 
brand names that are recognized by, and on a commission basis. Address | #179. care 
} 7 Boot & Shoe Recorder, 100 st 42nd Street, 
featured in, leading stores everywhere New York 17, N.Y. 
ELLING AGENT FOR LARGE PRE-WELT 
SHOE FACTORY, Selling throughout the 
United sees, onking oS — G . ~~ 
this ; . s * basis for West Coast; inois, io, North a 
—ee opportunity 1s directed = South re Fyeaptees, Tew Jersey, Wis- 
you. rite giving complete history consin and New England. ress #180, care 
* Boot & Shoe Recorder, 100 East 42nd Street, 
background and qualifications. Address New York 17, N. Y. 
re 
plies to NATIONALLY KNOWN WOMEN’S AND 
CHILDREN’S Leather Sandal and Pilay- 
BOX 150, BOOT & SHOE RECORDER shoe Line Available. Retails at $2.98 to $3.98. 
Sold to Department Stores and Retail Trade. 
100 EAST 42nd STREET, HEW YORK 17, N. Y. Top notch men only. Commission basis. Ad- 
dress #186, care Boot & Shoe Recorder, 100 











East 42nd Street, New York 17, N. Y. 
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SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 











FLORIDA. 


Slippers. 


be held strictly confidential. 


REAL OPPORTUNITY 


SALESMAN accustomed to making $10,000.00 per year. to 
cover NORTH CAROLINA, SOUTH CAROLINA, GEORGIA and 


Must travel, attend shoe shows. Will co-operate by furnishing 
lists of well-established customers. 


Man for this territory averaged $12,000.00 for the past 5 years. 
We are progressive wholesalers, distributing an advertised Line 


of Children’s Shoes and Sandals, Ladies’ Casuals and attractive 
Our organization knows of this ad. All information submitted will 


ADDRESS 154, CARE BOOT & SHOE RECORDER 
100 EAST 42nd STREET, NEW YORK 17, N. Y. 











OPPORTUNITY 
FOR EXPERIENCED SHOE SALESMEN 


In these territories: 


@ Nebraska, Kansas and Oklahoma 

®@ Colorado, Utah, Wyoming and Montana 
Excellent opportunity for high calibre salesman to rep- 
resent nationally known manufacturer of women’s 


arch shoes and Goodyear welt sports. Well estab- 
lished business in both territories. 


THE H. C. GODMAN CO., Columbus 16, Ohio 


Manutacturer—Tarsal Tred and Tarsal Travelers 











SIDE LINE SALESMAN WTD. 


SIDE LINE SALESMAN WTD. 








Nationally advertised, complete with in- 
stock Line of Infants’, Children's, Misses" 
Goodyear welts available for Ohio, 
Michigan, North and South Carolina, 
Georgia and Florida. Excellent oppor- 
tunity. Reference and details by letter. 


Confidential. 
Address Box re. s eare weer 6 & SHOE papegece 
100 East 42nd Street. N York 17, 

















SALESMEN—RUBBER FOOTWEAR 


Side line—Nationally known line— 
Wisconsin, Indiana, Illinois, and 
Missouri. 


Address Box 175, care Boot & Shoe Recorder 
207 SO. STATE ST., CHICAGO 4, ILL. 
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SP. SALESMEN ,TO CARRY A 
LINE OF MEN’S, Popular Priced Slippers 
and Gaede Prefer men now selling Men’s 
Shoes. Give references and Lines carried. 
dress #166, care Boot & Shoe a oe 100 
East 42nd Street, New York 1R N 





SIDELINE SALESMEN TO SELL POPU- 
LAR PRICED Line of Men's Goodyear Welt 
Dress Shoes. All territories available. Address 
#170, Care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


MANUFACTURERS 


West Coast Shee Travelers Associates have capable 
salesmen in thelr organization te your 


with Association, WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320, HAAS 
BLDG., 219 WEST SEVENTH STREET, Los 
ANGELES 14, CALIF. 











BYs LINE WANTED: Experienced Shoe 

Salesman who is representing a well-known 
Children’s Shoe Manufacturer, is desirous of 
securing High- Grade Line Boys’ Shoes to carry 
in connection with established Line. Territory 
consists: Eastern Pennsylvania, New Jersey, 
Delaware, Maryland, } eee ae D. C., East- 
ern Section Virginia. references furnished. 
Address #138, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


CHICAGO MANUFACTURERS 


Are you looking for a Representative or 
Distributor for Chicago? High Class 
Shoeman with long years of experience, 
mpatiation and I-A references available. 


Box 162, care eoer & SHOE pasegece 
100 East 42nd Street, New York 17, N. Y. 














WANTED: INFANTS’ AND CHILDREN’S 
Shoe Manufacturer, New York City Sales 
Organization, catering to National Chains, De- 
partment Stores, Jobbers, Retailers, etc., seeks 
an additional line for Exclusive Eastern Repre- 
sentation. Replies confidential. Address #171, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





LINES WANTED 

FOR SHOE AND HANDBAG FIELDS 
A Long Established Sales Agency in the New 
York area is looking for select Lines for the 
Shoe and Handbag Manufacturers. Can get 
immediate volume business. All confidences 
respected. 

Address Box 159, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 











MANUFACTURERS EXPERIENCED 
SALESMAN, 28; Owns Car; Has good fol- 
lowing in New York State, New Jersey, Brook- 
lyn and Long Island, desires reputable line. 
Address #182, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





WE CAN USE FOR EXPORT 
ARMY COMBAT BOOTS 

A & B Widths— 

1 Dozen to 100 Dozen—@ $3.25. 

Wide Widths at $4.00. 


MULLEN'S, INC. 
621 56TH STREET, KENOSHA, WIS. 

















FOR SALE 
ATZENTION! EXPORT, AND | WORN 
OE DEALERS—We have Factory Re- 


turn "aie Worn Shoes for Sale. Write for 
om a Lots: P. O. Box 805, Syracuse, New 





ARRY A WELL KNOWN BRAND OF 

FAST SELLING INFANTS’ PREWELTS. 
Short Line. Outstanding $3.00-$4.00 retailers, 
Instock Department. Commission basis. All ter- 
ritories open. Address #172, care Boot & Shoe 
p. 100 East 42nd Street, New York 
17, 


LADIES’ LEASED SHOE DEPARTMENT 
in a Ladies Ready-to-Wear Department Store. 
We carry Nationally advertised brands. Good 
trade territory and within 100 miles of Kansas 
City. Have operated this Department for 14 
years. Address’ #167, care Boot & Shoe Record- 
er, 100 East 42nd Street, New York 17, N. Y. 





R INSTOCK MEN’S WELT LOAFERS, 

DRESS SHOES AND LADIES’ SPORT 
WELTS and Handsewn Buckle Loafers; Most 
territories open; Commission basis. Write givin, 
full particulars. Address Box #178, care o 
wy? - Shoe Recorder, 10 High Street, Boston 
10, ass. 





FAMILY |: SHOE STORE, Established For Over 
Fifty Years in one of the Largest Cities in 
Western Massachusetts. Located on Main Street. 
Carry all Nationally known and advertised 
Lines. Very clean stock. Pays to investigate. 
Address #181, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


Boot and Shoe Recorder 
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FOR SALE 


POSITION WANTED. 


WANTED TO PURCHASE 





PUTTING OUT MACHINES. FOR SALE 
One Woburn Model “C” 64” Putting Out 
Machine, and one Turner 64” Putting Out Ma- 
chine. Both Machines in good operating condi- 
tion. Address #184, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





Estau sense FAMILY SHOE STORE 
in Western Wisconsin City of 40,000; 
Handling Nationally Advertised Lines. Stock 
Approximately $9,500. Address #188, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





BUSINESS OPPORTUNITY 








Can | Make Money With You? 


I'll put capital into your business and 
let you run it! 

You'll get the benefit of my 25 success- 
ful years in the footwear field! 

I won’t be on your neck or in your 
hair. I will be quite silent and fairly 
absent. 

Location confined to metropolitan 
New York and Florida. 


Address Box 152, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








Stephenson Method 12- 30 So. Market St., Boston, Mass. 














'STOM SHOE UPPER MAKER, Expert 

Orthopedic, Men’s, Ladies’ fancy, Model cut- 
ting, Pull-overs. Mail orders promptly filled. Se- 
lection includes imported leathers. G. Gross, 316 
East 80th St., New York City 21. REgent 4-7058. 
Address #164, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





POSITION WANTED 


MANAGER AND BUYER, Willing to Accept 
a Good Position or Make Substantial In- 
vestment Manufacturing or Retailing. All Re 
plies strictly confidential. Address #185, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





OREMAN, CUTTING. DEPARTMENT. 

Model Cutter: Twenty Years’ varied experi- 
ence, good grades. New York City preferred. 
Address #187, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





HELP WANTED 





DVERTISING AND DISPLAY MAN 
WANTED by a Fast Growing Chain of 
Ww ae "s Shoe Stores. Wonderful opportunity 
for the right man. Address reply to: KOHN 
BROTHERS, INC., Glens Falls, New York. 





SHOE DEPTS. WANTED 





We OPERATE STORES AND DEPART- 

featuring Shoes from $5.00 to 

$129 Hy ~ excellent volume and capable of 

merchandising Departments profitably; Wd 

rated, and furnish best of references. Address: 

Box #174, care of Boot & Shoe Recorder, 1221 
Locust Street, St. Louis 3, Mo. 





SHOE STORE WANTED 





I NTERESTED IN BUYING SHOE STORES 
that are doing volume of $75,000 or more in 
towns of 50,000 population or over in _—— 
West or Southern States. Will pay good pri 

if lease is satisfactory. Address: Box #173. 
care of Boot & Shoe Recorder, 1221 Locust 
Street, St. Louis 3, Mo. 





FUR TRIMMING 





WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 











SY CCESSFUL SHOE RETAILER WANTS 
ANOTHER STORE in South-Eastern Penn- 
sylvania or vicinity. Will buy or rent. Estab-- 
lished business preferred. Please write #169 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 











SHOE STORES WANTED: State Price; vol- 

ume; rent; length of lease. Give inventory: 
names, percentage Nationally advertised Lines 
carried; What percentage volume in Men's, 
Women’s and Children’s Shoes. Address #168, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 








RABBIT FUR TRIMMING 
IN PASTEL SHADES 
FOR THE SLIPPER TRADE 
Write for Quotations te 


NATIONAL FUR DYEING CO. 
447 S. Hewitt St., Los Angeles 13, Calif. 

















25 YEARS’ EXPERIENCE 


SHOES 


BUYING AND MERCHANDISING 


15 years Department Stores; 10 
years Syndicate Store. 47 Years 
old. Have outstanding record. 
Will consider any proposition with 
merit. Salary open. Available 
December |st. 


Address Bex 157, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











ARRIED MAN; 31; Twelve Years’ Family 
Retail Shoe Experience; Store Manager last 
four years; Wishes to connect with reputable 
concern, Preferably in Merchandising. Best ref- 
erences, Address #165, care Boot & Shoe Re- 
a 100 East 42nd Street, New York 17, 


November |, 1947 





WANTED TO PURCHASE 








WILL PAY CASH 


For Stock, Stores, and Leases; Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box 148, care BOOT & SHOE posoqpes 
100 East 42nd Street, New York | . ¥. 











SHOE STORE—within 200 miles of New York 

City. Will pay fair price for stock, fixtures 
and good will. Address #163, care Boot & Shoe 
i. 100 East 42nd Street, New York 17, 


. 





MY — 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
(fiARRY HESS 


New York 7, N. Y. 
SVamstonet WOrm 5-let 














SELL YOUR JOB LOTS 


TO 
SAM CAMITTA & SONS 
95 Reade St., New York 13, N. Y. 
FOREMOST SHOE SUTERS SINCE 1906 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Shoes for Men, Women and 


FOR CASH 


ye ~ York 7 ‘sy 
Telephones bestmon 3-720+4 ’ 











GET TOP VALUE 
In Selling Your 
* SURPLUS STOCKS or 
* COMPLETE STORE 
CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 
Ombard 3-2062 








Buy Savings Bonds 























WANTED TO PURCHASE 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS 








TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert inte cash—eny quantity 
YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 








79-81 READE STREET 





1215 Washington Avenve—St. Louis, Me. Central 4898 
BARIS BUYS for CASH 

Quality Shoes for Men, Women e Shoe Stores 

and Children Short Term Leases Assumed 


Scrupulous Protection for your Name and Brand Since 1932 


BARIS SHOE CO., INC. 
WOrth 2-5180 





NEW YORK 7, N. Y. 








MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 














All Shoemen should own an ALL PURPOSE SHOE STICK 


$2.95 P.P. 
Easy to Use for all types 
of shoe stretching on men's, 
women's and children's 


ROOM 204 Gueranteed for AN Time shoes. 
129 N. main str. ALL PURPOSE SHOE STICK CO. rockxrorp, m.inols 


SAVE SALES 








Omaha Store in New Home 


OMAHA, NEB. — The Dr. Scholl Foot 
Comfort Shop, owned and operated by 
W. A. Carson, has moved into larger 
and more modern quarters at 1620 
Douglas Street, across from the Bran- 





Whvaaiee 
} . . ; 
ah CCppugs 


—here’ how to get 
More Business! 


ay 





HE Vincent Edwards idea Clipping 

Service has over 2,000 satisfied users. 
Each order filled according to what 
~, = wholesalers usually 


retall manufacturers usually 


VINCENT EDWARDS & CO. 
World’s Largest Advertising Serve Organization 
342 Madison Ave., New York Clty 
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deis department store. Luxurious booths 


have been provided to insure privacy | 
and comfort of patrons and for pedo- | 
graphing stockinged feet, while shoes | 


are displayed under fluorescent light- 
ing in the large sales room. 





E-J Adds to Sole-and-Heel 
Plant Acquired From WAA 


JOHNSON City, N. Y.—Endicott John- 
son Corp. is building a $75,000 addi- 
tion to the rubber sole and heel plant 
recently acquired from the War Assets 
Administration at a cost of $1,750,000. 
Original cost of the four buildings to 
the Defense Plant Corp. was in excess 
of $2,000,000. 

The addition will enlarge the main 
factory building by 12,000 square feet 
and will provide space for storage and 
packaging soles and heels for shipment. 
About 650 persons will be employed in 
the rubber plant when manufacturing 
operations are transferred there around 
Jan. 1. 


Opens Leased Department 


Enpicott, N. Y.—The B. & E. Shoe 
Co. of Troy, N. Y., has opened a leased 
department in the new Esther Immer- 
man’s women’s wear store at 115-117 
Washington Avenue. The store re- 
cently moved to larger quarters. 

The shoe department, which handles 
women’s footwear exclusively, is of the 
salon type. Buyer and manager is Ben 


| Belkin, a member of the Troy firm. 





NEW AND IMPROVED 
$5°°° Poy Cup 
GROSS for Price Tickets 
$2.75 
HALF GROSS 
TILTS AT 
ANY ANGLE 
M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. 














SHOES 








® GENUINE PATENT LEATHER 
@ CEMENTED LEATHER SOLES 





® NON-MARKING HEELS 


SIZES 9-12 


2.00 






36 Pr. 
to Case 


MISSES’ SIZES 12!/.-3—$2.10 
NET 30 F.0.8. BOSTON 
IN STOCK IMMEDIATE DELIVERY 


|. COHEN & SONS INC. 
195 LINCOLN ST. BOSTON, MASS. 

















New Manufacturer 


Begins Production 


CINCINNATI, O.—The Jo-An Shoe 
Manufacturing Company which was or- 
ganized in July, 1947, has begun pro- 
duction and will increase output as soon 
as additional machinery is installed. 

The company is now producing a 
hand-lace moccasin-type shoe for chil- 
dren and plans to manufacture women’s 
shoes when other equipment is ready, 
it was disclosed. 





U. S. Shoe Opens New 
Factory in Kentucky 


CINCINNATI, O.—The U. S. Shoe Cor- 
poration, with general offices and parent 
plant at Norwood, Ohio, disclosed Sept. 
24 that a new factory will be opened 
Oct. 1 at Georgetown, Ky. This new 
unit will be part of the corporation’s 
expansion program. 

Nathan Stix, vice-president in charge 
of production, has supervised the ar- 
rangements for the Georgetown factory. 


Boot and Shoe Recorder 

















Texas Shoe Store Marks 
Golden Anniversary 


MARSHALL, .TEX.—One of this city’s 
older business firms—The Hub Shoe 
Store, 111 E. Austin Street, recently 
observed its Golden anniversary. 

The store, founded by M. L. Weisman, 
brother of the founder of Joe Weisman 
& Co., nearby department store, opened 
its doors for business some 50 years ago. 

Mr. Weisman operated the shoe es- 
tablishment continuously until Febru- 
ary, 1924, when he sold out to H. W. 
Pierpont and Louis W. Kariel. Mr. 
Pierpont and Mr. Kariel continued to 
operate the firm as partners until 
August, 1928, since when Mr. Kariel 
has continued as sole owner. 

In reviewing the history of the firm, 
Mr. Kariel noted throughout the firm’s 
50-year history, the large red hub atop 
the post in front of the store has been 
its exterior sign, the firm’s symbol in 
advertising, and today is among the 
city’s still existing landmarks. 

Noting that many shoe firms over the 
nation operate under the same name, 
Mr. Kariel said that some havé thought 
it might be a chain establishment. In 
spite of the widespread use of the name, 
he said, no connection exists. 

Mr. Kariel, born here July 10, 1896, 
was graduated from Marshall High 
School and the University of Texas. In 
1917 he served as a chemist with Great 
Western Sugar Co., Sterling, Colo. For 
a year he was associated with A. Mar- 
cus in the former Marcus-Karie] Cloth- 
ing Co., selling out his interest in that 
firm in 1919. After a short time in the 
T. & P. Ry. Co. stores department, he 
resumed work as a chemist, with Elia 
Sugar Co., Elia, Cuba, iater with Im- 
perial Sugar Co., Sugarland, Tex., as 
chief chemist. 





Shoe Store Believed to 
Be 150 Years Old 


PotspAM, N. Y.—The Sackett shoe 
store, 20 Market Street, owned and 
operated by Harley A. Sackett, one of 
Potsdam’s oldest merchants in term of 
service, has recently been redecorated 
and fluorescent lights installed. 

According to records in the hands of 
Mr. Sackett, the present shoe store has 
been used exclusively for a shoe estab- 
lishment for over a century and a half. 
Some of the older historians of the vil- 
lage differ, saying that the store was 
used back in the 1890’s as a grocery 
store. 

These names as recorded are: Isaac 
Anstead, C. C. Barnes, Merrill Hosmer, 
Andrew Loucks, Aca Ladd, Cyrus 
Everett, D. D. Bryson and E. E. Olm- 
stead, who operated the shoe store from 
1902 to 1912, when it was purchased by 
the present owner Mr. Sackett, and ‘the 
late Paul Whitney on June 14, 1912. 
They operated the store as Whitney and 
Sackett. About four years later, Mr. 
Sackett bought out Mr. Whitney’s inter- 
est and since has conducted the business. 
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Give your customers a real buy, partner. 
Cowboy boots that children will really go for. 
Just take a look at that authentic western de- 
signing and all leather construction. Now's 
the time to jump into the saddle and ride that 








No. 8802 Brown with Red Top 
No. 8803 White with Red Trim 





Samples on Request. 





profit range by placing your order today. 


No. 880! Brown with Beige Top 


Infant's Sizes 4-8, Regulor Half Sizes, 
$3.35. 


12 pair lots of each color combination 
ecceptable. Packed in attractive boxes. 











158 DUANE STREET, eps YORK 13. 
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Opens Scranton Shoe Store, 


Plans Another 


SCRANTON, P«.—The Bond Shoe Store 
has been opened at 400 Wyoming ave. 
by Joseph Teitelbaum, who formerly 
conducted a shoe store in Carbondale, 
Pa. Inability to renew the lease led to 
the closing of the Carbondale store. 

The Scranton store sells men’s, wom- 
en’s and children’s shoes and rubber 
goods. Store layout suggests the self- 
service type of outlet, with a large 
part of the stock displayed on table 
tops, but salesmen serve practically 
every customer. Purpose of the open 
display is to encourage inspection and 
choice of footwear by the customer. 

Because the store is a few blocks 
from the best shopping district, Mr. 
Teitelbaum is using newspaper adver- 
tising space liberally to build up trade. 

Mr. Teitelbaum plans to open a store 
in Honesdale, Pa., in the near future. 





Showing Additional Items 
Boosts Business 


RockForp, ILL. — By actually show- 
ing suggested merchandise to the cus- 
tomer, instead of simply mentioning it, 
the Kinney Shoe Store, here, a local 


branch of the G. R. Kinney Co., has in- 
creased business volume substantially. 

When a plain pump is sold, the sales- 
man takes a bow from stock and clips 
it on the shoe to demonstrate the im- 
proved appearance with an attractive 
bow. With each purchase of new fall 
shoes, whether men’s, women’s or chil- 
dren’s, the salesman takes from stock 
a pair of rubbers in the proper size 
and holds them before the customer, 
suggesting the advisability of buying 
rubbers at the same time to be ready 
for stormy winter weather. 

B. J. Roszell, store manager, states 
that this practice not only results in 
a high percentage of sales but the cus- 
tomer is often thankful for the sugges- 
tion and readily sees the advantage of 
buying rubbers at the same time the 
shoes are selected. 

Shoe polish is usually thought of as 
a minor item but the local Kinney store 
has been able to achieve polish sales 
representing 2 per cent of the store’s 
volume. At the completion of the sale, 
the salesman reaches for a can of polish 
and hands it to the customer with the 
remark, “This is the proper polish for 
your shoes,” adding that it is “nice to 
have on hand.” Most customers accept 
the suggestion and include the polish 
in their purchase. Sales of the local 
store were up 40 per cent over 1946 in 
September. 
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1 Allen Edmonds’ unique STOCK 
PLAN . . . cuts inventory, multiplies 


turnover, pyramids profits. 


Th Exclusi 
2 Allen Edmonds’ U-Turn Flexibility 
Features ... eliminates breaking-in, insures 
matchless comfort. 


| N SURE 3 “Allen Edmonds’ special Nailess 
Osteo-path-ik Construction. 


Good Times 
and Bad ccna a 


material, booklets, etc. 


4 Consistent national advertising sis 
year ‘round in Esquire; seasonally in 
TIME, NEWSWEEK, HOLIDAY, TRUE. 





*“ THE SHOE OF TOMORROW 


EDMONDS SHOE CORPORATION 
BELGIUM, WISC. 
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Ace Bows, Inc. “rer? TT 
Adrian, M. B., & Sons X-Ray Co. 
80, 94, 107, 109, 111 


Allen-Edmonds Shoe Co. .......«... 118 
All Purpose Shoe Stick Co. ....... 1lf 
Allied Kid Company ...........«. eos 
American Hair & Felt Co. venue 7 
ng cc oe ess eenmnee 108 
Arnoff Shoe Co. ...... ee 104, 107 
Baris Shoe Company ............. lll, 116 
em, GS Ge GR occ vecedenase Ee 
Bates Shoe Company ..... seeo GE 
Beckwith Mfg. Co. . ées cove 6 
Bostonians Shoes ...... . selene 
Broitman-Gaffin Shoe Co. ...........- 115 
Cadillac Shoes . ea cteawen 28, 29 
Cambridge Rubber aang al 9, 13 
Camitta, Sam, & Sons .......ccscccres 115 
Camitta Shoe Company ............ ee 115 
Cannon Shoe Company ............ 35 
Castle Trimming Co. .... coe ae 
Cincinnati Shoe Fair .............. 62 
Cs .o occa. sc cceces 16 
Cohen, L, & Sons ........ 116 
Colonial Tanning Co. - ’ 20, “rd ‘Cover 
Commonwealth Shoe & Leather Co.. 43 
Connell, J. M., Shoe Co. - 108 
Darlington Fabrics Co. ............. 69 
Dewey & Almy Chemical Co., poeas Cover 
Douglas, W. L., Shoe Co. .. 104 
DuBrin, Harry L., Uniform Co.. . 110 
Dumb Clerk Co. ......... eee 103 
Pe Ces SO seccesacd coos ED 
ED wewenicchdideoseeceaestahenen - &s 
Eaton, Charles A., Co. ....... anes) ae 
Endicott-Johnson Corp. bose cuvaaea 83 
Florsheim Shoe Co. ...........ee-. 40 
Fortune Shoes .......... ream 19 
Gallun, A. F., & Sons Corp. ... —— 


General Shoe Corporation 
10, 11, 19, 28, 29, 37 


Gerberich-Payne Shoe Co. ....Back Cover 
Gerda Footwear Co. ....32, 78, 81, 90, bef 
Goodwill Shoe Co. ee 

Goodyear Tire & Rubber Co. eae 14, ME 
I es di a ee 115 
Heywood Boot & Shoe Co. .......... 95 


Holland-Racine Shoes, Inc. £ésenue 2 
Hubschman, E., & Sons, Inc.. 2nd Cover 


Se ass suewen awe scwes OF 


K B S Shoe Company . 10, 11, 28, mR 
i en... wen sees vane 
Keith, George E., Co. 


Kistler Leather Co. , ios wame sie 
Krippendorf-Dittmann Co. . 76 
Lederer Industries ......... isane,. Ee 
Levor, G., & Co., Inc. . inate 3 
Longini Shoe Mfg. Co....... wonne le 
Lyons & Company eds .. 110, 119 
Marbach, Ben, Footwear Co. ..... 111 
Midland Shoe Corp. .... oo+ ae 
RS 3 an. uate e's weed 111 
Miller Shoe Company, The ......... 61 
Mishawaka Rubber & Woolen Mfg. 
Sa saree ee i. ae 
Monroe Brothers Co. . ser dviond 93 
National Fur Dyeing Co. . 115 
New England Shoe & Leather Assn... 36 
Nu-Way Shoe Company <a "107 
Ohio Leather Company ........... coe 
GP, ab. Ub ae eck ddnndbesdebewben «++ 109 
Para Thread Company ......cccce: 24 
Farcleat Co., The .....«.:; ethan 98 
Pe, Bo Gin GA isasees ice ee 
Philadelphia Shoe Wholesalers ..... 88 
Pilot Shoe Company ......... se 
Pimex Equipment Co. .......... 82 
ES EO aa 
Pollinger, M. D., Co. ......... prado cose - 116 
Poloner Shoe Co. ee 109 
Posner, A.. Shees, Inc. .....cccces 65 
Powell & Campbell Co. ...........-+- 89 
PEE, CE. avevdeveder Sees 
Roger Kent Plastics ......... ae ee 
PEED cancdducctevcuniesscesbs «- 115 
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Ask also for 


KIWI BLACK 


TAN, LIGHT TAN, BROWN 
OX BLOOD & MAHOGANY 
For Patent Leather and all 
Colours of Glace Kid ask for 
KIWI Transparent (Neutral). 


( /ts ENGLISH. 
/ts QUALITY. 





Res. U. S. Pat. Of. 
** Congratulations, Tom! That's 
a peach of a shoe shine you have 
—KIWI, I presume.” 


‘‘Why sure, Mr. Logan—that’s an 
English habit I got over there and 
a mighty good one, too.” 
**That’s what Ed. says. He's my 
Shoeman and the KIWI dealer 
round here. Telling me last week 
KIWI’s made from rich waxes 
which sink into the leather, keeping 
it soft and pliable. Helps to make 
shoes last longer.” 

** Ed.’sa smart business man, then. 
I'll see if he can rustle up a couple 
of tins of KIWI for me before I go 
back. Mine's all used up...” 


** Not so fast, Tom! Leave some 
for the folks back home, here. 
Ed.’s in enough trouble keeping up 
with the demand for KIWI. Get one 
tin here—you can always get more 
through your Post Exchange.” 

“OK. Mr. Logan, I'll do thai.” 


‘KIWI DARK TAN 


The ORIGINAL English STAIN Shoe Polish 


@Gor powrs™, 
DARK TAN” 































Oe, B. cccccccccccccccce 


Sab 

Sandler of Boston .. 
Schenk, A. L., Orthopedic 
Scott Foot Appliance Co. 


Selby Shoe Co. .........- 


Shane Shoe Company 
Shoe Form Co. 


Skyriders Shoes ....... tee. 


Souix Moccasin Co. 
Stephenson Method 
Sundial Shoes ©o. .... 
Surpass Leather Co. 


Swant Manufacturing Co. 


Taylor, Thomas, & Sons 


Transparent Shade Co. .. 


Trimfoot Company ... 
Trostel, Albert, & Sons 


Labs» 





Tweedie Footwear Corp. ..........«-+ 


20th Century Footwear Co. 


United Last Company ...... 
United Shoe Machinery Corp. 


4, 17, 18, 39, 64 


United States Shoe Corp. 7 
Universal Form Corp. . x 
Vaisey-Bristol Shoe Co. .........++- 1 
Vincent, Edwards & Co. ...... 116 
Vitality Shoe Company ...... 1 
Volk, P. H., & Co. ... ere 109 
Walk-Over Shoes tnddgaane 
Weldon Shoe & Slipper Gh, soedcads 102 
Weil, M. K., Shoe Co...........+.. 110, 116 
Woman's Day ER AE EE 26 
Wright, E. T., & Co., Inc. sesct 
Ed. White Jr. Shoe Co. ° = | 
19 























& FIRST in Stopping ’em 
kv FIRST in Making ’em look 
L- FIRST in BRINGING ’EM IN! 





ETONIC First in Fit Shoes 
also offer to ETONIC franchises 
unique FIRSTS in Shoe Merchan- 
dising ideas — to SELL SHOES at 
the point-of-sale ... such as the 
new ETONIC GIANT SIZE 15 
“GLASS” SHOE enables Etonic 
franchises to sell the consumer 
the advantages of ALL 7 ETONIC 
EXTRA FITTING features dra- 
matically, in window or Counter 
Displays. 






Look for your ETONIC representative — § | , 
who saves you time—showing you the ; 
highlights of ETONIC Style in- , e BOOTM RS SINCE 1876 
novations .. . and ETONIC : : / 
a & ‘* ; 
. ; 


IN-STOCK Bread-and- 


butter Staple repeat a 

sellers ... in the - , 7. 7 SHOE \ 
unique time-saving } : Wh Ltd bi 7 in \ 

ETONIC Glass , Hn 


Sample Case. 


MADE AT BROCKTON, MASSACHUSETTS BY CHARLES A. EATON +: FINE BOOTMAKERS SINCE 1876. 
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There's the whole quality story in a 
headline! Colonial COLBUK is the finest 
textured reverse calf. Because of its close 

nap it cuts advantageously, and always 
looks its quality. COLBUK comes in 
authentic fashion shades for men’s and 
women’s shoes. We’ll be glad to 


send you samples. 


Colonial Tanning Company, Inc. 


Boston 11, Massachusetts 














GERBERICHS: .. . 


Ever see areal boy who didn’t like plenty of action? 
They‘re few and far between, quite as rare as the 
boy who doesn’t thrill with pride at the ownership of 
a new pair of Gerberichs’, or Gerberichs’ Official 
Boy Scout Shoes! Real boys like their slick looks and 
the rugged way they stand up under the roughest 
treatment. That is why they have made them Amer- 
ica’s Most Popular Line Of Boys’ Shoes. 


Wy: 


GERHERICHS 
BOYS 


SaoES 





Offices: New York, Marbridge Building, Room 405- 
Los Angeles, 219 West 7th Street, Haas Building, 


_ Room 919 - + Phila., Lafayette Building, Room 1025 
£0. MOUNT JOY PENNSYLVANIA 











